








Two Golden Jubilees 
...One Theme: 


“The Contribution American Life Insurance 


Has Made to American Life’’ 


On SEPTEMBER 9TH, 1889, 50 years ago, a young man named 
Carl Heye joined The Guardian as a clerk in its Actuarial 
Department. 

During the years which followed, he occupied increasingly im- 
portant posts in the Company’s management until, on January 
Ist, 1921, he became President—the 4th man to hold that office 
in the 79 years during which The Guardian has been in existence. 

Through his personal leadership and his record of achievement, 
President Heye has been a constant source of inspiration to all 
who have worked with him. 

September, 1889, also witnessed the inception of a new organi- 
zation, The National Association of Life Underwriters, which, 
over the years, was destined to make an outstanding contribution 
to the development of American Life Insurance through the Life 
Insurance Agent. This month, The National Association holds 
its 50th Anniversary Convention, to which The Guardian is 
sending, as its guests, the eight Agents who qualified for attend- 
ance through their sales leadership. 

Thus, we celebrate two Golden Jubilees—President Heye’s 
and The National Association’s. Both, in their spheres, have 
played important parts in “The Contribution American Life 
Insurance Has Made to American Life.” 
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September 20, 1939. 
To NwNL Fieldmen: 


An announcement which I am presently to make to 
you is one to which I have looked forward for several years 
and one which gives me the greatest of personal satisfaction 
to make. It relates to a better and more stable income for 


NwNL agents. 


Although for many years I had speculated on the de- 
sirability of tying agents’? compensation more definitely to 
the value of their service in terms of its benefit to the Com- 
pany’s policyholders, it was not until the depths of the de- 
pression that I realized how imperative it was that a way 
be found to bring about this result. I was impelled to this 
conclusion by my knowledge of the plight in which many 
agents then found themselves. In those trying days their 
sense of responsibility to their policyholders resulted in their 
devoting more and more of their time to policyholder serv- 
ice, though from a selfish financial standpoint they could 
ill afford to do so. New production suffered. Earnings 
from new business dwindled. And relatively the most com- 
petent and conscientious agents were the hardest hit. 


This situation threw the spotlight on a grave problem 
in agency management. 


At the same time the severity of the depression and 
the prospect of its long continuance raised a question as to 
what other problems a changing world might present to the 
life insurance business. 


I think the record shows that no company excelled 
NwNL in those depression years in the soundness of its 
management policies and of its financial and corporate 
structures, in the effectiveness of the working tools in the 
hands of its agents, and in the guidance and help given 
them by the Home Office in their sales and service work. 
But because of the problems raised by the depression I de- 
termined to undertake what I believe was as exhaustive 
and thorough a study as was ever made by any company of 
all its affairs—particularly with reference to costs, and the 
resulting profit or loss, of every phase of its operations. 
In short, I adopted a course that put our every process and 


A Letter Sent to NwNL Fieldmen 





procedure, in the Home Office and in the Field, under such 
continuous critical study as would enable us, with full 
knowledge of the pertinent facts, to keep abreast of prob- 
lems which might arise in the future from rapidly chang- 
ing economic conditions or changing conditions within the 
life insurance business. 


At the time this research was undertaken, I had al- 
ready determined the manner in which the problem of 
agents’ compensation should be met. And, insofar as agency 
activities were concerned, this determination fixed in large 
measure—though it by no means limited—the direction 
and scope of the agency phase of the research program. 


NwNL’s already well known record of continuous re- 
markable progress during and since the worst depression 
years surely indicates that the management of this Com- 
pany possessed an unusual control of all its operations—a 
control which has been immeasurably enhanced by the re- 
search program mentioned above. 


I know you will find both in the nature of the com- 
pensation plan which will presently be announced and in 
the analysis of sales procedures which it emphasizes that 
NwNL’s management is also aggressively aware of the 
needs and interests of its policyholders and of the con- 
tribution to their interest made by the conscientious agent 
who places service ahead of other considerations in good 
times and bad. 


When the announcement reaches you, I want you to 
give it careful thought and attention. The many months 
of painstaking study and testing which have gone into 
preparation of the plan itself will be apparent to you as you 
study it. I know you will find pride, as I do, in the thought 
that the Arnold System of compensation represents a great 
forward stride toward solution of some of the outstanding 
problems of the life insurance business, which the recent 
years have served to emphasize. 


Yours Truly, 


President. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 
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Top Penn Mutual 
Producers Convene 
at Atlantic City 


Almost 500 Attend Five- 
Day Session This Week, 
Study Sales Markets 


ATLANTIC CITY—Leading pro- 
ducers of Penn Mutual Life are meeting 
this week at the Traymore for their 1939 
educational conference, with “The Penn 
Mutual—Today and Tomorrow,” as the 


theme. There are 494 field men in at- 
tendance. 
The Quarter Million Dollar Club 


meetings were held Monday with group 
conferences on Tuesday. Also on Tues- 
day. the general agents’ and managers’ 
sessions were held. The general edu- 
cational conference began Wednesday 
morning. 

Members of the regular conference on 
Tuesday visited the home office at 
Philadelphia. ‘ 


Hiller, Hambsch Are Chairmen 


At the Quarter Million Dollar Club 
meeting, chairmen of the two sessions 
were W. N. Hiller, Stumes & Loeb 
agency, Chicago, and R. F. Hambsch, 
Wooten & Addison agency, Baltimore. 
The first meeting was called to order 
by E. P. Huttinger, agency secretary. 

A. E. Patterson, vice-president in 
charge of agencies, extended the com- 
panys greetings. 

He introduced an innovation: each 
speaker’s “paper” was printed and at 
the close of each session each member 
of the audience was handed a set of the 
booklets covering the expositions. 

The basic subject, “Marketing Life In- 
Surance,” was presented by J. H. Reese, 
Philadelphia. F. W. Shank, Branch & 
Powell agency, Montgomery and J. M. 
Breyer, F. J. Curry agency, San Fran- 
cisco, discussed the development of a 
market for retirement income. 


Retirement Income Discussed 


Mr. Shank told the Quarter Million 
Dollar Club that he regards people from 
“1 to 40 years of age as his best pros- 
pects for retirement income. These are 
People with better than average incomes 
and are less likely to be covered by the 
social security act. : 

_ He believes thoroughly in advertis- 
ing and uses two Brown & Bigelow 
Services in addition to the aids furnished 

y the company. He continues direct 
mail to a prospect for at least one year 
after he has made a sale. The purpose 
. twofold: It is an additional reminder 
ct the premium deposit and it keeps the 
contract before the policyholder ‘so that 
l¢ will discuss it with his friends dur- 
ing the first year of its purchase. 

Mr. Breyer trys to develop his retire- 
pace income market among men _ be- 
een 30 and 35 years of age. He says 

lat-men of this type are old enough ‘to 
(CONTINUED ON PAGE 18):: 





Action on War Clauses Is 
Taken by U. S. Companies 


Canadians Set Minimum! 
Extra Rate for Travel; 
Practices Are Told 


TORONTO — The Canadian Life 
Officers Association has decided to es- 
tablish a minimum rate of $10 per 
$1,000 extra for persons traveling out- 
side of Canada where danger exists 
from submarines or bombing. This does 
not apply to traveling on the North 
American continent but to persons wish- 
ing additional protection and who are 
planning to leave the continent. 


COMPANIES NOT EXCITED 


The present war crisis has on the 
whole failed to disturb the normal ac- 
tivities of life insurance, and this applies 
particularly to the United States and 
Canadian companies which have always 
emerged from the great catastrophes of 
conflict and disease with enhanced 
strength and reputation. In times of 
war it has been quickly recognized that 
there is no greater or more certain se- 
curity than that offered to policyholders 
by their life companies. The state of 
war does create problems but these have 
already been anticipated and provided 
for by long-sighted administration. 

The situation has made but little dif- 
ference to either U. S. or Canadian com- 
panies as far as the writing of new busi- 
ness is concerned. Furthermore, it is 
fully expected that the experience of the 
war years 1914-18 will be repeated and 
that a similar expansion in the life in- 
surance business will materialize as was 
the case 25 years ago. In times of crisis 
life insurance is revealed at its best, and 
the present circumstances will be no ex- 
ception. The inherent strength of life 
insurance and its humane service will 
again prove to be an_ outstanding 
achievement in this period of tragic dis- 
order. 


Precautions Are Necessary 


It is natural, however, that a state of 
emergency must call for certain precau- 
tions to further ensure the security of 
policyholders and these have already 
been taken in Canada by U. S. and 
Canadian companies operating there. 
Such precautions as are already being 
applied to residents of Canada are de- 
sigr.ed to meet the usual war time con- 
tingencies and are exceedingly generous 
in conception. Life policy contracts in 
effect before war conditions arose re- 
main unaltered. Contracts now being 
issued to residents in Canada provide 
that the assured may engage in active 
naval or military service within the 
geographical boundaries and _ territorial 
waters of Canada without any restric- 
tion (except for certain restrictions on 
military or naval flying) and the pro- 
visions of the policy will remain unaf- 
fected. 

Once the assured proceeds beyond 
such ‘territorial or maritime limits, how- 
ever, the war clause which, in its present 
form, is common to all life companies, 





‘(CONTINUED ‘ON PAGE 20) 


Commissioners Issue Call 
for Uniform Clause Con- 
ference on Oct. 2 


COLUMBUS, O. — Superintendent 
Lloyd, of Ohio, who is chairman of the 
committee on life insurance of the Na- 
tional Association of Insurance Com- 
missioners, has issued a call for a meet- 
ing of his committee in Chicago, Oct. 
2, to consider the possibility of the 
adoption of a uniform war clause in life 
insurance policies. Other members of 
the committee are Commissioners Kav- 
anaugh of Colorado, King of South 
Carolina, Pink of New York, Harring- 
ton of Massachusetts, Newbauer of In- 
diana, Hobbs of Kansas, Emery of 
Michigan, Gough of New Jersey, Bowles 
of. Virginia, Conway of Louisiana, Mc- 
Cormack of Tennessee, Palmer of IIli- 
nois and Fischer of Iowa. 

It is stated that many life insurance 
companies are preparing war clauses 
for their policies and there is apparently 
a marked difference of opinion among 
insurance executives as to the language 
of these clauses. It is said that before 
issuing the call, Superintendent Lloyd 
conferred with the Association of Life 
Insurance Presidents and the American 
Life Convention and obtained their 
agreement to cooperate with the com- 
missioners’ committee in working 
toward uniformity. 


PRUDENTIAL ACTS 


In a statement to the field force, Val- 
entine Howell, vice-president and actu- 
ary of the Prudential, said that the out- 
break of war has raised several prob- 
lems in underwriting which has necessi- 
tated taking some action already and 
will undoubtedly necessitate further 
changes. He called attention to the 
fact that practically none of the poli- 
cies now in force contain war risk re- 
strictions, including disability provisions. 
Most of the death by accidental means 
coverages exclude death due to mili- 
tary or naval service in time of war, 
as well as any deaths resulting from a 
state of war or insurrection. Deaths 
resulting from aviation are excluded 
specifically except in some instauces 
when flying as a fare paying passenger 
on regular scheduled airlines. Mr. 
Howell advised agents to study individ- 
ual policies before making any general 
statement concerning war exclusions. 


Steps Taken in Canada 


Action taken in Canada effective Sept. 
1 by the Prudential was summarized by 
Mr. Howell as follows: 

“All regular ordinary, monthly debit 
ordinary and juvénile ordinary policies 
will contain war clauses which will in 
general limit the liability of the com- 
pany to a return of the premiums paid 
on the policy with 3 percent interest in 
the event that the death of the insured: 

“(a) occurs from any cause, while 
serving with military, naval or air forces 

(CONTINUED ON PAGE 22) 











Briggs Is Named fo 
Head Home Office 
Underwriters 


Emphasis at Institute Con- 
ference on Lay Staff's 
Larger Responsibilities 
KANSAS CITY—John L. Briggs, 
Southland Life, Dallas, was elected 


president of the Institute of Home 
Office Underwriters at the annual con- 


ference here, succeeding Ralph W. 
Beeson, Liberty National Life. Other 
officers are: Vice-president, W. E. 


Jones, chief underwriter Provident Life 
& Accident, Chattanooga; and secre- 
tary-treasurer, David B. Alport, assis- 
tant secretary Business Men’s Assur- 
ance. ; 

To the executive committee were 
elected for two years—N. T. Weaver, 
Bankers Health & Life; R. V. South- 
worth, Jr. Home Beneficial; J. R. 
Ward, United States Life; for one year 
—C. L. Groover, Life & Casualty, and 
W. B. Lehmkuhl, American Reserve 
Life; holdover members—W. K. Fritz, 
Lamar Life, and Ralph Beeson, ex- 
officio. 


Lay Underwriter’s Functions 


Emphasis in papers and discussions 
was laid upon the underwriter’s position 
as an integral part of the life company 
setup, as well as upon his job as a 
specialist. Both J. C. Higdon, vice- 
president Business Men’s Assurance in 
charge of sales, who pinch hit for W. 
T. Grant, B. M. A. president, in a talk 
on the home office underwriter as a 
company man, and Dr. H. W. Cook, 
vice-president and medical director 
Northwestern National Life, who dis- 
cussed some trends in selection of life 
risks, treated this theme of the more 
general significance of the underwriter’s 
position in the company organization. 

In the necessary departmentalization 
of the life company, the underwriter 
should not lose sight of the general pur- 
pose of such a company, nor of the de- 
pendency that exists between all its 
parts, Mr. Higdon warned. 


Presents Agent’s Viewpoint 


From the agent’s standpoint the qual- 
ity of a company’s underwriting policy 
has three aspects: (1), the underwriting 
must conform to the mortality standards 
of the company; (2), the agent regards 
the underwriting with his own personal 
relationship with the company in mind, 
and (3), the agent looks on himself as 
a business man, and is interested in 
quiet, efficient service. 

How. asked Mr. Higdon, can the 
home office underwriter, as a company 
man, carry on his work so as to give 
the agent encouragement to do a better 
job and at the same time give him the 
conviction that the business is being 
well handled? 

(CONTINUED ON PAGE 20) 
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Non-Medical Factors Most 
Important in.Selection 


Medical selection is only one factor, 
and a relatively minor one, in underwrit- 
ing procedure and selection of life 
insurance risks, Dr. H. W.~Cook, vice- 
president and medical director North- 
western National Life and president As- 
sociation of Life Insurance Medical 
Directors, told the Institute of Home 
Office Underwriters at its conference in 
Kansas City. Modern selection; he said, 
is a cooperative’ effort involving five 
other factors: Actuarial, lay underwrit- 
ers, agents, inspectors and the applicant. 

Before the turn of the century only 
the medical and inspection factors were 
given adequate recognition, the medical 
director being a clinician whose view- 
point primarily was that of a physician 
and only secondarily and incompletely 
that of the underwriter. Around 1900 
the actuaries began to open to both med- 
ical men and laymen the opportunity to 
become underwriters in the truly scien- 
tific sense through analyses of actual 
experience with large groups of various 
medical impairments, Dr. Cook said. 
The Medico-Actuarial study conducted 
ever since has supplied a vast amount 
of accurate knowledge of the effect of 
various impairments on longevity and 
in future will tend more and more to 
place this on a sound scientific basis. 


Issues Warning on Manuals 


“At present we must remember that 
our rating manuals, although based on 
the tentative figures offered -by the 


Medico-Actuarial investigation are not |! 


final or conclusive, and that they have 
been in many instances modified by 
medical and underwriting opinion,” Dr. 
Cook said. ‘They are the best we now 
have, but we must not allow ourselves 
to be deceived, even though these man- 
vals are nicely printed and bound, into 
believing that they represent the last 
word or will not be subject to constant 
revision, 

“Our great danger in the use of a 
manual, especially for the layman who 
is not familiar with the inaccuracies of 
medical data, is that it will become sac- 
rosanct, the bible of the underwriter, 
who will feel it heretical to change, 
modify or reverse the manual’s dictates. 
Selection should never become rigidly 
standardized, or, to use a medical an- 
alogy, it will degenerate into quackery, 
and ratings and decisions will be given 
like prescribing medicine from a chart 
by numbers corresponding to symp- 
toms.” 


Broad Viewpoint Essential 


An insular viewpoint is inconsistent 
with progress in selection, he said. Wise 
and just selection is a “fair, scientific, 
broadminded synthesis of all four view- 
points” (medical, actuarial, agency, ex- 
ecutive). 

Life insurance officials are dealing in 
medical selection with radical changes, 
both in the conception of many impair- 
ments and in the diagnostic method, Mr. 
Cook said. Many “scientific” methods 
now used in selection were originated 
and developed only in the recent past. 
Medical education in the United States 
has advanced with rapid strides in this 
century. 


Best. Examiners Demanded 


The most competent medical exam- 
iners are needed by the life. companies. 
There is a tendency of the average man 
to have a rather blind faith in the med- 
ical profession, to assume a doctor is 
honest, sensible and hag ability to diag- 
nose and treat disease. If the average 
man desired to check on these qualities 
he would have no source for such infor- 
mation and no technical standards by 
which to judge. Moreover, the knowl- 
edge required for life ‘insurance medical 
examination” differs in many respects 
from clinical medicine taught in medical 


schools and is further restricted by spe- 
cialization among physicians. 

It is not true that any licensed doc- 
tor will be a satisfactory examiner. 
Therefore, an agent who helps to select 
an examiner in his locality may have a 
considerable effect on selection. Lay- 
men, both in field and office, should 
realize the difficulty of organizing a 
corps of well trained, carefully instructed 
loyal, honest examiners, and having ob- 
tained them, should adhere to them 





DR. 


HENRY W. COOK 


strictly unless they are proved undesir- 
able on good evidence, Dr. Cook said. 
An agent is not necessarily dishonest in 
wanting to use an examiner who ob- 
tains only the best results, but the agent 
is not in a position to evaluate medical 
service and naturally prefers to have his 
applicant accepted. 


Problem of Heart Disease 


There has been a vast shift in clinical 
and underwriting conceptions of heart 
and arterial diseases, which now cause 
death losses aggregating 50 cents of 
every dollar the life companies are pay- 
ing out currently on claims in the ordi- 
nary departments. This shift has been 
from tuberculosis, which was the major 
cause of loss in years past. The over- 
strain has had serious effect on the ner- 
vous digestive and cardio-vascular sys- 
tems of the people. There has been a 
marked increase in mental breakdown, 
with jump in the suicide rate in 1929-30, 
but most serious from a mortality stand- 
point is increase in deaths from heart 
and arterial diseases. 

This requires that early signs and 
symptoms be given more. serious con- 
sideration. These are often vague, ob- 
scure and require careful, competent, 
honest examiners to find and report 
them. There is by no means unanimity 
of interpretation of these signs, and 
with strong agency pressure it is easy 
for an examiner to feel no qualms of 
conscience in shading a blood pressure 
10 points, ignoring a soft murmur, sus- 
picious history of indigestion, discom- 
fort on exertion, etc. ~ - 


Warns of Faint Symptoms 


Dr. Cook cautioned especially against 
disregarding an old record of hyperten- 
sion, murmur or irregularity, albumin- 
uria tests, because of a current fair ex- 
amination. He said it is dangerous to 
pass off such conditions. as -functional or 
within normal. limits. _; 

“We must interpret more strictly and 





more in line with insurance experience 
and less in accord with clinical opinion 
the data, past and present, which sug- 


gest cardio-vascular disease,’ Dr. Cook 
concluded. 

“Some of our costliest mistakes have 
been on large risks with insurance rec- 
ords of heart murmurs which cardiolo- 
gists regard as functional, on hyperten- 
sions which are ‘cured’ by removal of a 
focus of infettion, by & rest cure, etc., 
and on cardio-vascular prospects where 
some pet functional test of our own or 
some new diagnostic instrument, such as 
the x-ray or electrocardiograph is nega- 
tive, and is interpreted as having ex- 
cluded organic disease.” 

Hypertension is by far the most im- 
portant warning sign of cardio-vascular 
disease that can be obtained in an ex- 
amination, he said, and often many years 
in advance of any symptom or other 
sign. 


Must Inform the Agents 


Finally, he said, agents in the field 
should be kept fully informed about 
selection policies, so they may under- 
stand what is being done and not feel 
the medical men are too straight laced. 
This information should come as a part 
of the regular agency’s school courses 
and be given largely by sales instruc- 
tors, agency directors, supervisors and 
managers, he said. Only by giving the 
agents a picture of the reasons for doing 
certain things in selection of risks can 
their full loyalty be secured. This also 
helps to improve selection in the field. 

W. J. Barr, actuary, Fidelity Union 
Life, discussed “Underwriting Agents 
Lives.” Frequently there arises the 
question whether the company’s best 
interests would be served by a strict 
application of underwriting principles or 
whether other factors inight justify de- 
parture from them, such as adopting a 
policy which stimulates agency building. 
The latter problem in the small com- 
pany is more important, Mr. Barr said, 
than a question of high mortality. 
Growth of a company may be seriously 
retarded if the underwriter fails to ap- 
praise the situation properly. A _par- 
ticular problem, he said, is presented by 
applications from new agents for sub- 
stantial insurance on their own lives, 
and the main question is whether the 
company is justified in approving the 
application although the agent’s in- 
come does not justify issuance. 

A questionnaire sent to about 100 
compznies developed that the same un- 
derwriting rules were applied to such 
cases as on regular business. Mr. Barr 


‘said he was skeptical about the regular 


rules actually being followed in all cases, 
Mr. Barr raised the question whether 
refusal to issue would not have a very 
dampening effect on the new agents’ en- 
thusiasm and success. He suggested a 
fixed rule that no application would be 
considered for more than possibly $2,500 
from any agent who had not been with 


whose production was not sufficient to 
qualify him to receive renewals. 

Most of the companies replied to the 
questionnaire that applications on their 
own agents would not be accepted on 
non-medical basis. Mr. Barr said his 
company several years ago changed this 
practice and had been considering such 
applications if witnessed by another 
agent. There has never been a claim 
submitted on this business. a 

N. C. Johnson, manager underwriting 
department, Alliance Life, gave a paper 
en “Rewriting the Rating.” He sug- 
gested if agents find all that is required 
is a protest in order to obtain. more lib- 
eral action, they may acquire the habit 
and the underwriting department may 
lose its claim to respect-for its decisions. 
He urged the underwriters first to.make 
sure they are right and then stick to 
their guns, although any new informa- 
tion. through inspection or medical 
sources should be given the value. it 
deserves. In case of request to reduce 
or entirely remove extra ratings, he said, 
the theory under which the extra rating 
is applied, that of underwriting risks in 
groups, is upset, if some of the more 
favorable risks are taken out-of the 





the company for at least eight years or |; 


‘partment. i. -.* 





Neslen Seeks to 
Make Workshop 
of Association ~ 


C. C. Neslen of Utah, president of the 
National Association of Insurance Com- 
missioners, has addressed the members, 
urging them to regard the association as 
a workshop. He asks that the commit- 
tees function earnestly, tackling what- 
ever assignments may be made. He urges 
that at the meetings punctuality be ob- 
served and that the sessions be con- 
ducted in business like fashion. Mr, 
Neslen apparently is determined to re- 
store the prestige and effectiveness of 
the organization and to compose the 
bitter differences that have developed in 
connection with the convention examina- 
tion issue. 








group and the less favorable are left. 

J. R. Ward, assistant secretary United 
States Life, discussed underwriting term 
expectancy plans. Purchase of these 
forms undoubtedly will tend to deprive 
many persons of the financial inde- 
pendence which higher premium plans 
provide in later years, but, from an un- 
derwriting viewpoint, present day fac- 
tors motivating such purchases have 
considerably reduced the element of 
anti-selection experienced on term in- 
surance generally. 

A questionnaire sent to many com- 
panies, to which 17 replied showed 11 
limit issuance of term expectancy poli- 
cies to preferred risks, six will issue on 
sub-standard lives, one with a limit of 
150 percent, four 200 percent and one 
250 percent. Practically all freely grant 
term expectancy to __ self-supporting 
single, widowed or divorced women. 
Many companies have a minimum of 
$2,500 or more. Four issue in amounts 
of $1,000 and $2,000. Generally term or 
life expectancy is not granted at issue 
ages over 60, and two companies limit 
to 50. Minimum age generally is 15, 
althgugh one company goes down to age 
10. None of the companies offers a re- 
newable clause, but :all have various 
conversion clauses. 





Invitations to Philadelphia 


Governor James of Pennsylvania and 
Acting Mayor Connell of Philadelphia 
have joined in extending an invitation 
to the National Association of Life Un- 
derwriters to hold its 1940 convention 
at Philadelphia. Philadelphia will have 
a large delegation at the St. Louis*con- 
vention next week. The New Jersey 
and Delaware state associations are 
supporting Philadelphia in its bid. 





Morvin Duel Named 
Wisconsin Commissioner 





MADISON, WIS.—Morvin Duel of 
Fond du Lac resigned Wednesday 
morning as state senator, was appointed 
as insurance commissioner by Gov. Heil 
and was unanimously confirmed by the 
legislature. His term runs until June 
30, 1943. That he would be appointed 
has been generally known since June, 
but when the appointment would be 
made has been: uncertain. The legis- 
lature is scheduled to adjourn this week. 

Mr. Duel was born in 1888. He taught 
school at Fond du Lac and later served 
as county superintendent of schools in 
Winnebago cournty;' He-has been op- 
erating a real estate and insurance office 
in Fond du Lac and was serving his 
second term in the senate. ; 

Anticipating the’ end of his services 
as Wisconsin commissioner, H. J. Mor- 
tensen has purchased a home at New 
Lisbon, Wis., some 80 miles north of 
Madison and for the past few weeks has 
been commutins to the capital. Mr. Mor- 
tensen will bé connected with the New 
Lisbon State Bank, which has a sub- 
stantial-fire-and casualty insurance de- 
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Program for Annual 
Gathering Has Now 
Been Completed 


Schedule for the Meeting 
of American Life 
Convention 


The American Life Convention has 
completed its program for the general 
sessions and also the meetings of the 
legal, financial, agency and industrial 
sections to be held at the Edgewater 
Beach Hotel, Chicago, starting Oct. 1. 
W. T. Grant, president Business Men’s 
Assurance and head of the American 
Life Convention, will give the presi- 
dent’s address at the first general ses- 
sion, the afternoon of Oct. 4. Manager 
and General Counsel C. B. Robbins will 
give his report. The other set speaker 
at this session will be J. G. Parker, 
general manager Imperial Life at 
Toronto, on “The Influence of the Life 
Underwriter on Public Relations.” Tffe 
executive session will be held the eve- 
ning of Oct. 4. 


Greetings Will Be Given 


On the second session, Oct. 5, there 
will be greetings from the various or- 
ganizations. President John A. Steven- 
son of the Penn Mutual Life will speak 
on “Public Enlightenment vs. Propa- 
ganda.” Governor H. E. Stassen of 
Minnesota will give an address. At the 
afternoon session President Clyde W. 
Young of the Monarch Life of Spring- 
field, Mass., will have as his subject 
“Agency Leadership in the Changing 
Scene.” Vice-president John F. Ruehl- 
mann, Western & Southern Life Insur- 
ance Co. will deliver an address, as will 
W. J. Cameron of the Ford Motor 
Company, Detroit, on “Looking at 
These Times.” The annual banquet and 
dinner dance will be held in the evening. 
On the last session, the morning of 
Oct. 6, President A. N. Kemp of the 
Pacific Mutual Life will give an address 
as will Merle Thorpe of Washington, 
D. C., editor “Nation’s Business.” 

The program is announced for the 
Agency Section meeting Oct. 4 as fol- 
lows: 

H. T. Burnett, chairman, vice-presi- 
dent Reliance Life, Pittsburgh. 

Subject—“Profitable Cooperation.” 

Theme The things which can be done 
with resultant benefits and profits for: 
The agent, the general agent or mana- 
ger, the agency vice-president, the pol- 
icyholder, the company. 

The Agent’s Viewpoint, George Stew- 
art, agent, Pittsburgh, Pa., Penn Mu- 
tual Life. 

The General Agent’s or Manager’s 
Viewpoint, Clyde F. Gay, Boston, general 
agent Aetna Life. 

The Agency Vice-President’s View- 
Point, C. O. Fischer, agency vice-presi- 
dent Massachusetts Mutual Life. 

The Policyholder’s Viewpoint, Paul 
Speicher, Insurance Research & Review 
Service, Indianapolis. 

The Company’s Viewpoint, L. A. Lin- 
coln, president Metropolitan Life. 

Election of section officers. 

Brig. Gen. F. T. Hines, who was 
scheduled to have addressed the lunch- 
2 wil wee of the Legal Section, Oct. 
’ e unable to keep the engage- 
ment, because his presence is required 
re Washington. His place will be taken 
5 in: oa Cutler, consultant in 
Toapieas. Rag Illinois Veterans 
a . e development of the 

ay treatment of cancer in the vet- 
i” administration facility .at Hines, 

“1 will be his topic. 
of reyes as many of the members 

€ Legal Section will desire to at- 
(CONTINUED ON PAGE 9) 


August Sales Gain 
of 6.1% Reported 
by Presidents Body 


NEW YORK—New life insurance 
sales for August showed an increase of 
6.1%percent, according to the Life Presi- 
dents Association. The total for the 
first eight months is 3.3 percent ahead. 

New business of all classes was $584,- 
595,000 in August against $550,960,000 a 
year ago. New ordinary amounted to 
$381,626,000 compared to $361,213,000, 
an increase of 5.7 percent; industrial 
$119,068,000 against $156,304,000, de- 
crease 23.8 percent; group . $83,901,000 
compared to $33,443,000, increase 150.9 
percent. ‘ 

For the first eight months, the new 
business of all classes was $4,921,282,000 
against $4,764,181,000. New ordinary 
was $3,422,960,000 compared to $3,063,- 
111,000, increase 11.7 percent; indus- 
trial $979,608,000 against $1,416,879,000, 
decrease 30.9 percent; group $518,714,000 
against $284,191,000, increase 82.5 per- 
cent, 


RESEARCH BUREAU’S FIGURES 


According to the estimate of the Sales 
Research Bureau, August ordinary pro- 
duction was $479,794,000 or 99 percent 
of the production in August, 1938. For 
the year to date ordinary sales are esti- 
mated at $4,333,882,000 or 106 percent 
of the production during the parallel 
period of 1938. 


War Clauses Discussed 


FRENCH LICK SPRINGS — Life 
companies in the United States will 
soon be adopting war clauses to protect 
policyholders, C. J. O’Connell, agency 
assistant New York Life, said at the 
regional sales meeting here, with 400 
agents from ten midwest states in at- 
tendance. The war clauses to be 





New President 


Daniel J. Reidy, newly elected presi- 
dent of the International Claim Associa- 
tion, is 34 years of 
age. He is a native 
of New York City 
and graduated from 
Columbia Univer- 
sity and Brooklyn 
Law School. He is 
assistant secretary 
of the Guardian 
Life, having  be- 
come _ associated 
with that company 
in November, 1929. 
He was active in 
college athletics 
and was a member 
of the Columbia 
University 1929 crew which went to 
England that year, rowing in the Henley 
and Marlow regattas and winning five 
races. 

The prize winners in the golf tourna- 
ment at the meeting of the International 
Claim Association were James Cunning- 
ham, Toronto; John McAlexander, 
Bankers National Life, Montclair, N. J.; 
H. W. Lake, St. Louis; L. T. Bass, 
Jefferson Standard Life, and John Ayre, 
New England Mutual, Boston. R. M. 
Lake of St. Louis won the door prize. 








D. J. Reidy 








adopted, he stated, will not affect 
American born citizens but will mean 
additional premium payments for Cana- 
dian citizens and foreign born now in 
this country, who might leave the 
United States. 

Mr. O’Connell declared economic con- 
ditions in the manufacturing centers of 
the United States are improving since 
the European war began. He believes 
the upswing will continue to be favor- 
able for the balance of the year since 
the unemployment situation is being 
greatly relieved. 








through here in a minute.” 


result: 


WILLIAM H. KINGSLEY 
Chairman of the Board 











Picked Up the Thread 


Were you ever in this situation? Well along in your 
sales talk, when in comes a friend. The friend is a gentle- 
man, and says to your prospect, “Jim, I see you’re busy. I’ll 
drop in later.” “No, hold on, hold on, George, we'll be 
And George sits down. Did you 
give the friend the right of way by withdrawing, or did you 
pick up the thread and go on? 


A brand-new man in one of our Agencies, having his first 
such experience, picked up the thread. He thus describes the 


At first I was very much disturbed at the inopportune time for 
my prospect’s friend to drop in for a visit. But then I figured, 
“Why not just another prospect, and why not now?” So, as soon as 
I had finished with my original prospect, his friend received my direct 
attention. As he had heard much of the conversation, and as his 
friend had acted favorably, the result was another application, and, 
incidentally, cash settlement for an annual premium. 


A single sales talk sold two prospects, with a finishing 
“close” for the friend. Withdrawal, the Agent saying that he 
would call again, would probably have lost both sales. 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


JOHN A. STEVENSON 
President 




















Effect of War, 
Social Security 
Is Analyzed 


Much Interest Taken in 
Topics of Hour at National 
Guardian Rally 


By LEVERING CARTWRIGHT 


Richard Boissard, vice-president of 
National Guardian Life, in addressing 
the conference of leaders of his com- 
pany at the head office city of Madison, 
Wis., discussed the war situation and 
the amendments to the social security 
act in their relations to life insurance. 

Mr. Boissard traced the curve of life 
insurance production during the course 
of the world war and immediately 
afterwards showing that the percentage 





RICHARD BOISSARD 


of insurance written to business in 
force increased just before the United 
States entered the war, during the time 
that this country was involved in the 
war and then there was a sharp in- 
crease immediately after the war. That 
increase, he attributed in large part to 
the educational effect of war risk insur- 
ance. Many youngsters, he observed, 
who had $10,000 insurance through the 
government, never before had even seen 
an insurance agent. 

The same index, he said, showed that 
the life insurance business has not come 
out of the slump during the period 1936- 
1938 inclusive as satisfactorily as have 
some other businesses. He sees ahead 
possibilities for tremendous growth in 
life insurance. The period of prosperity 
that seems to lie ahead, due to the war, 
should stimulate business and stimu- 
late life insurance production. 


War Risk Clauses 


He pointed out that during the war, 
war risk clauses were imposed by Na- 
tional Guardian under which coverage 
was reduced in the event of claims 
arising during service in the army or 
navy during the war. In order to cover 
that hazard, the assured had to get the 
written consent of the insurer and pay 
an extra premium of $30. The funds 
created by the $30 premium charge were 
segregated. If an assured did not pay 
the $30 extra charge, the recovery was 
restricted to the ratio that the regular 
premium bore to the total of the regu- 
lar premium and the extra premium. 

The extra mortality was calculated 
and after the war National Guardian 
(CONTINUED ON PAGE 8) 
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Improving Morale of Agent 
Treated by Holcombe 


NEW YORK—Hailed by Manager J. 
M. Holcombe, Jr., of the Sales Research 
Bureau as having the potentiality for 
more constructive thinking than any 
other group in the business, the eastern 
alumni association of the bureau’s 
schools of management held its first 
seminar this week, using the case method 
and applying group discussion to typical 
cases. : : ; 

b. N. Woodson of the bureau outlined 
the problems of the agent. He said it 1s 
generally agreed that the average agent 
is performing at a level far below his 
capacity—perhaps at 20, 30 or 50 percent 
—and that improving this “efficiency in- 
dex” is one of the great responsibilities 
of management. The average agent 1s 
limited not by lack of native ability, he 
said, but by failure to organize and em- 
ploy the ability he has. 


Lists Common Failings 


In diagnosing, he said that a few of 
the common failings to look for are lack 
of time control; unsatisfactory ratio of 
new calls to old; lack of enthusiasm; too 
few centers of influence; lack of ambi- 
tion or definite goals; doesn’t plan work 
—keeps irregular hours; lacks knowl- 
edge of needs and/or life insurance; 
sales story rusty; “renewalitis;” makes 
poor approach—never gets a chance to 
tell his story; prospects lack buying 
power; works same old prospects. 

Mr. Woodson said these and other 
limitations can be reduced to four; in- 
sufficient exposure, inadequate pros- 
pects, ineffective presentation, and the 
one underlying factor—attitude. — 

“Why is the agent guilty of insuffi- 
cient exposure?” said Mr: Woodson. 
“Why does he sometimes make no great 
effort to acquire more prospects, to 1m- 
prove his sales story? Isn’t it largely 
because, though he wants to do better, 
he doesn’t want to enough? No one of 
the four factors is important to the ex- 
clusion of the others, but probably atti- 
tude is the greatest of the four, because 
it is not only important in its own right 
but also because it bears so heavily upon 
the other three. Hence motivation is 
one of the greatest responsibilities of 
management. ” 


Holcombe Is Speaker 


Mr. Holcombe, the final speaker, cited 
a saying of the late Frank Davis, agency 
vice-president of Penn Mutual: “It’s not 
what you tell a man that counts; it’s 
what he accepts.” All the many methods 
which are effective in motivating men 
become “as sounding brass or a tinkling 
cymbal,” when men are not in a recep- 
tive mood, Mr. Holcombe emphasized. 
Hence, there must be a basic healthy 
morale if motivation is to succeed. 

Morale, he said, results largely from 
the manner in which the agent is treated 
by his superiors and most of all by the 
way he is treated by his immediate su- 
periors. If attitude toward the manager 
is bad, then pretty much everything else 
is bad. Attitude toward the manager 
is determined by his skill in human re- 
lations and in building morale. There 
is sufficient evidence to say that morale 
is more a cause of success than a result, 
since even a poor producer may have a 
high morale and there are striking ex- 
amples of high earnings and bad morale. 

“When the agent is receptive the mo- 
tivation takes hold even though the 
methods are ordinary,” said Mr. Hol- 
combe. He listed three factors in build- 
ing morale: (1) ego recognition, build- 
ing the agent’s self-esteem, for example 
asking his advice about various matters; 
(2) manager’s competence for the job— 
the manager whose agents doubt his 
competence has scant chance of putting 
across even the best idea, while even a 
tactless manager has the respect of his 
agents if they feel he knows what he is 
talking about; (3) building the agent’s 
sense of security, first by avoiding ab- 


rupt changes or springing sudden an- 
nouncements; and second, by taking a 


constructive interest in the agent’s 
financial problems. 
The manager, said Mr. Holcombe, 


should learn the agent’s wants, and if 
he seems to have none, create some;; 
give the agent a bigger concept of him- 
self, as he will usually try to deserve 
this new confidence the manager has 
placed in him; sharpen and make defi- 
nite his desires and get them recorded 
so he won’t forget them; develop and 
improve his techniques, since the man 
who likes to do things is the one who 
does them skillfully. Presence of morale 
is the difference between an ordinary 
agency and an outstanding agency, he 
said, adding that a good agency may be 
built with methods that are only fair, 
providing the motivation is good. 

W. H. Bender, Jr., general agent Na- 
tional Life of Vermont, New York City, 
opened the meeting as president of the 
group. J. Vincent Talbot, general agent 
Northwestern Mutual, Newark, con- 
ducted the seminar. 





See Extension of Cal. Plan 
of Adult Education 


A widespread adult education plan in 
life insurance that will reach 350,000 
people in California this year has been 
mapped by the California Association of 
Life Underwriters with the cooperation 
of the National association, it is an- 
nounced by Ray Hodges, Ohio National, 
Cincinnati, chairman of the national 
committee on education. 

The work in California will determine 
whether or not the plan can be put into 
action on a national basis, Mr. Hodges 
said. The indications are that this will 
be done soon. 

It is probable, according to Mr. 
Hodges, that the plan will be expanded 
to other states during the coming year. 





Honor Mattoon Woman Agent 


Chester O. Fischer, vice-president 
Massachusetts Mutual Life, was princi- 
pal speaker at a luncheon tendered by 
C. C. Covalt, general agent, honoring 
Mrs. Helen R. Pegelow, for the past 
20 years a Massachusetts Mutual repre- 
sentative at Mattoon, Ill. Leo Smith, 
now general agent at Indianapolis, and 
formerly located at Mattoon where he 
succeeded his father, the late A. C. 
Smith, 18 years a general agent of the 
company, was among the guests and 
praised Mrs. Pegelow’s work. 

Left a widow, with two small sons, 
and faced with the problem of providing 
for her family, Mrs. Pegelow joined 
Massachusetts Mutual in 1919. Her 
sales increased to a 20-year average an- 
nual production of $115,000. 


Boston Trust Council Plans 


The Boston Life Insurance & Trust 
Council will open the season with a din- 
ner meeting Oct. 3. Speakers will be 
Ralph Armstrong, tax counsel Massa- 
chusetts Mutual Life, and Oliver Wol- 
cott, vice-president Old Colony Trust 
Company. 

Later in the year the council will 
sponsor a joint conference with the 
Boston Life Underwriters Association. 
It will give up its own mid-winter trust 
conference and cooperate with the Bos- 
ton association in presenting the an- 
nual New England Sales Congress in 
March, 1940. 


Bankers Life Coast Meeting 


A. F. Smith, northern California and 
Nevada manager of the Bankers Life 
will hold an agency meeting in San 
Francisco Oct. 21. Home office offi- 
cials who will be in attendance are: W. 
W. Jaeger, vice-president, and Marvin 








Lewis, superintendent of agents. 


Typographer to Talk 








H. N. KING 


Typography will be discussed at the 
Life Advertisers Association’s meeting, 
Oct. 16-18, in Detroit by H. N. King, 
typographic counsellor for the Intertype 
Corporation. Mr. King will answer ques- 
tions from the floor following his talk. 








Program Details in 
Chicago Are Given 


Two outstanding addresses are sched- 
uled for the joint gathering of the Sales 
Research Bureau and Life Agency Offi- 
cers at Edgewater Beach Hotel, Chi- 
cago, Oct. 31-Nov. 2. Charles T. Davies, 
Wyomissing, Pa., a retired industrial- 
ist who has made a great hit before 
several life insurance gatherings with his 
talk on “Why I Own Life Insurance,” 
will interpret the meeting theme, “Life 
Insurance to Better Serve the Public,” 
telling the story of his experience as an 
owner and believer in life insurance. 

“Preface to the Future,” is the title of 
a talk to be given by Dr. C. L. Benner, 
—— Continental American 

ife. 

“Your truly—Ed Graham,” the Insti- 
tute of Life Insurance film which par- 
trays in an appealing, human style the 
story of life insurance at work, will be 
shown immediately following adjourn- 
ment the second day. 


Metropolitan Coast Veteran 
Honored for 40 Years Service 


In recognition of 40 years service 
with the Metropolitan Life about 75 
members of the company’s Veterans 
Association feted George Pollitt, man- 
ager of the claims department in the 
Pacific Coast head office in San Fran- 
cisco at luncheon. 

H. E. North, vice-president, presented 
Mr. Pollitt a 40-year service medal. 
Oney Nicely, president of the veterans’ 
group, presided, reading many messages 
of congratulation including a_ special 
letter from President Leroy Lincoln. 

Mr. Pollitt entered the service of the 
company in 1901 when it took over the 
industrial business of the old Pacific 
Mutual Life. However, his service 
record with the Pacific Mutual was 
maintained by the Metropolitan. 





Guarantee Jobs on Return 


TORONTO—V. R. Smith, general 
manager Confederation Life, states that 
following a meeting of the directors, 
his company has decided to guarantee 
each employe who enlists for service 
with the Canadian forces a job on his 
return. The company also will keep up 





both the company’s and the individual’s 





contributions to the pension fund. 








Alien Questionnaire 
May Be Adopted 


Companies Increasing 
Inspection Efforts Regard- 
ing Citizenship 


Some life companies in the United 
States already have adopted, and others 
undoubtedly soon will do so, a policy of 
more thorough inspections, special un- 
derwriting rules and possibly an “alien 
questionnaire” blank as part of the ap- 
plication, even if they do not immedi- 
ately adopt some provision in the new 
policies issued to offset the war risk, 
Special handling to avoid acquiring a 
large volume of war liability, even 
though the United States remains neu- 
tral, appears essential in the light of 
questions that have arisen during the 
two weeks of Europe’s hostilities. It is 
likely most American companies will 
adopt a war exclusion clause—as sey- 
eral already have done. 

Dominant in the minds of underwrit- 
ers is the necessity of determining 
whether or not new applicants are 
American citizens. No questions, save 
perhaps the one in the application as to 
place of birth, cover this point. Yet a 
person born in this country can become 
a citizen of a foreign country and be 
subject to call for war service. 


Inspections More Complete 


Inspection companies already have 
been asked by some companies to dig 
deeper into this question of citizenship, 
and before long probably all will require 
the same information. Many instances 
have been noted of persons long settled 
in positions in this country and assumed 
to be citizens, who nevertheless are not. 
Heretofore the inspection companies 
probably did not turn up such fact, be- 
cause it was of no importance. 

Another question that will be asked is 
whether the applicant is a member of 
any military or naval organization, such 
as army and navy reserve, national 
guard, American Legion and Veterans 
of Foreign Wars and also possibly of 
the CCC. It is recognized such individ- 
uals would be more quickly called be- 
cause they are experienced, and while 
most of them might be outside the nor- 
mal draft age, they are steeped in mili- 
tarism and many would volunteer if this 
country should enter the war. This 
question would apply especially to those 
under age 45. 

The aviation hazard among those who 
will go to swell the peace-time aif 
strength of the U. S. will be another 
consideration. Experience among army 
and navy fliers in peace time has been 
amazingly good, yet with a boom in 
army and navy aviation more accidents 
will occur involving students and in- 
structors. 


Seeking Uniform Clause 


During the world war a “uniform” 
war exclusion clause was widely used. 
An effort is being made to draft such a 
clause again, with companies and com- 
missioners cooperating. The 1918 clause 
was adopted by about one-half the com- 
panies. Others which charged an extra 
premiums for war service had so satis- 

(CONTINUED ON PAGE 9) 








Insurance Men on Program 


Three insurance men are scheduled to 
participate in the National Safety Con- 
gress at Atlantic City, Oct. 16-20. They 
are: W. G. Cole, director of safety Met- 
ropolitan Life; D. M.-McCracken, Lib- 
erty Mutual, and L. R. Palmer, com 
servation engineer Equitable Society. 

Mr. Cole will serve as vice-chairman 
of one of the sessions on street an 
highway traffic, while Mr. McCracken 
will function in a similar capacity 1 
the commercial vehicle section. Mt 
Palmer will give the report of the Na- 
tional Safety Council special committe 
on home safety. 
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Trinkle Says SEC 
Report Misleading 


Shenandoah Life President 
Answers Criticisms of 
Investigators 


RICHMOND, VA.—Published reports 
regarding transactions in a block of 20,- 
000 shares: of stock of Shenandoah Life 
of Roanoke, Va., are characterized by 
E. Lee Trinkle, president, a former gov- 
ernor of Virginia, as “not fully accurate 





E. LEE TRINKLE 


and: necessarily misleading.” He says 
that practically all loans made by the 
company to officers and directors until 
such loans were prohibited by a state 
law passed in 1934 were made prior ‘to 
his becoming president Nov. 24, 1933. 
Loans listed in news reports included 
many that were renewals of loans that 
were in force for years, he says. The 
company has been investigated by the 
national monopoly sub-ce~mttee in 
Washington. Records of this commit- 
tee show that 95 different loans had been 
allegedly made since 1929 to officers, 
directors, their families, or corporations 
in which they were interested. Regard- 
ing statements that four officers of the 
company including himself had been able 
to meet $300,000 in personal obligations 
by a move which changed the company 
from a stock to a mutual company, Gov- 
ernor Trinkle asserts that “the officers 
did not receive a penny of that $300,000.” 


Transaction Is Traced 


According to a report prepared by the 
chief examiner of the Virginia depart- 
ment, R. H. Angell, J. P. Saul, Jr., 
E. Lee Trinkle and J. H. Dunkley, all 
officers of Shenandoah Life, sold early 
in 1930 to Rogers Caldwell & Co., 20,000 
shares of its stock at $52 per share, or 
$1,040,000. Subsequently that firm 
pledged this stock with Lehman Broth- 
ers of New York: for a loan of approxi- 
mately $900,000. Lehman Brothers later 
Sold the stock in satisfaction of this debt 
to the Shenandoah Holding Corporation, 
owned and controlled by Messrs. Angell, 
Saul, Trinkle and Dunkley at $40 per 
share, or $800,000. Of this amount $200,- 
900 was paid in cash and a note for the 
balance of $600,000 was given, payable in 
Installments. A payment of $125,000 
due Feb. 15, 1932, was made. Another 
Payment of $125,000, due Feb. 15, 1933, 
Was not made. 

. The Shenandoah Holding Company 
Orrowed $116,675 from Shenandoah 
ue and made the payment. This loan 

was secured by the personal endorse- 

ment of R. H. Angell, J. P. Saul, Jr., 
on Lee Trinkle and J. H. Dunkley. 

When the mutualization law was passed 

+h 1934 providing for the purchase of 

the outstanding stock of a company by 


its policyholders, the company immedi- 
ately took steps to mutualize under its 
provisions. In substance, the plan pro- 
vided for the immediate purchase of the 
block of 20,000 shares at a figure suffi- 
cient for the balance of the obligation 
due Lehman Brothers to be paid in full. 


Company Now Owns Stock 


While it is true, says Mr. Trinkle, that 
the: officers through the transaction were 
relieved of the endorsement on the note 
securing the loan from the Shenandoah 
they did not receive one penny of the 
money and the company now owns the 
stock. The officers, on the contrary, he 
says, sustained a loss to themselves of 
several hundred thousand dollars as a 
result of the transaction due to the de- 
pressed value of the stock as a result of 
the depression. He says that a small 
balance still due on the $116,675 loan is 
so well secured that the company will 
not lose a penny on this transaction. 
Records in the Virginia department 
show that the state corporation com- 
mission wrote President Trinkle on April 
14, 1934, that “it viewed with the utmost 
disfavor the fact that the company had 
made loans to officers and directors and 
members of their families,” and de- 
manded that “these things be corrected.” 

Examination of the company by the 
Virginia, Tennessee and District of Co- 





lumbia departments was recently com- 
pleted but the report has not yet been 
made public. Commissioner Bowles of 
Virginia says that it is in a solvent con- 
dition. The last examination made in 
December, 1938, showed that the com- 
pany had 33,451 policies in force repre- 
senting business amounting to $179,861,- 
487. Report of the examiners listed 
assets of $8,799,863, capital of $500,000 
and surplus of $587,091. 


Virginia Department’s Statement 


After President Trinkle had made his 
statement, the Virginia department gave 
out a statement: 

“We do not recall any statement made 
by this office which carried the infer- 
ence that any officer. of the Shenandoah 
Life received ‘one penny’ of the $300,- 
000 paid by the company under the mu- 
tualization agreement and it is also true 
that in consideration of payments made 
amounting to $450,000, 20,000 shares of 
its capital stock have been acquired by 
the Shenandoah Life Insurance Com- 
pany for the benefit, eventually, of its 
policyholders. However, it will be 
noted that the officers of the company 
have been relieved ‘of obligations 
amounting to the balance of the note to 
the Lehman Brothers, default in pay- 
ment of which would have resulted in 


pany by Messrs. 





loss of the entire block of stock and as 


a consequence a practical loss of control 
of the Shenandoah Life Insurance Com- 
Trinkle, Saul and 
Dunkley. The further statement that 
the officers of the company lost hun- 
dreds of thousands of dollars by the 
transaction can scarcely be borne out 
by an analysis of the record.” 

R. H. Angell, long president of the 
company, died during the pendency of 
the transactions involving the block of 
stock and the obligations to Lehman 
Brothers. 


MeCORMACK GIVES ASSURANCE 


NASHVILLE—Shenandoah Life had 
ample assets to maintain its reserves and 
sufficient surplus to give a safe addi- 
tional protection to policyholders, in the 
opinion of Commissioner McCormack 
of Tennessee. He expressed the belief 
the surplus is sufficient to justify a 
quick retirement of all outstanding stock 
under the mutualization plan, which 
would give full ownership and control 
of the company to its policyholders. He 
said that the mutualization plan should 
be completed by April 1, 1940 and stated 
that he had _ notified Commissioner 
Bowles of Virginia that “practical com- 
pletion” of such mutualization plan 
should be accomplished. 




















A Great Achievement 


In 1938, excluding Industrial Insurance this company’s 
per cent of gain and amount of increase in new paid busi- 
ness over 1937 was greatest among both the 25 largest 
mutual companies and the 25 largest life insurance com- 
panies. The per cent of gain in insurance in force during 
the same period was also the greatest among both groups. 
Likewise, the Minnesota Mutual’s amount of gain in 
insurance in force was greater than in 11 of the 25 largest 
mutuals and greater than in 10 of the 25 largest companies. 


This remarkable record was achieved by our Field Force 
who reaped their reward in increased incomes. 


A $225,000,000.00 Mutual Company, 59 years old 
with an understanding, cooperative Home Office. 


The Minnesota Mutual 
Life Insurance Company 


St. Paul, Minnesota 
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Sims Commands 
Commissioners to 
Meet in W. Va. 


In a somewhat facetious vein, E. B. 
Sims, state auditor and ex-officio insur- 
ance commissioner of West Virginia, 
has extended an invitation to the Na- 
tional Association of Insurance Com- 
missioners to hold the June meeting 
next year at White Sulphur Springs, 
W. Va. The place of the annual meet- 
ing for 1940 has not yet been decided 
upon. It was mare or less understood, 
at the recent San Francisco annual 
meeting, that Washington, D. C., would 
be the choice, but shortly thereafter J. 
Balch Moor, the District of Columbia 
insurance superintendent, died and it 
was in deference to him that the meet- 
ing was to go to Washington. 

Mr. Sims, who recently established a 
reputation for being a wit, in the broad- 
cast of a letter on the convention ex- 
amination issue, extends the invitation 
to White Sulphur Springs in the form 
of a resolution that is entitled, ‘““Depart- 
mental Ruling No. 1,000,0001.” 





Southwest Iowa Sales 
Congress at Shenandoah 


SHENANDOAH, IA.—Life men 
from three states attended the south- 
west Iowa sales congress here, with 
more than 60 in attendance, including 
visitors from Nebraska and Missouri. 
Large delegations came from Omaha, 
Lincoln and Des Moines. 

Floyd S. Young, president of the 
Shenandoah association, said the meet- 
ing was one of the most successful 
ever held in this territory. 

Ray Sar, Shenandoah attorney, spoke 
at a luncheon on “Life Insurance as 
It Affects United States Citizenship.” 

At the afternoon session, H. A. 
Hedges, Kansas City general agent 
Equitable of Iowa, talked on Sales 
Strategy”; W. K. Tomlinson, in charge 
of education for the Bankers Life of 
Iowa, on “A Philosophy of Life and 
Living”, and W. K. Niemann, secre- 
tary of the state association and Bank- 
ers Life Des Moines agency man- 
ager, on “Why Join the State Associa- 
tion?” 





Prepare for L. A. A. Exhibits 


Plans for the forthcoming exhibit of 
advertising and sales promotion ma- 
terials, which will be an outstanding 
feature of the Life Advertisers Associa- 
tion convention in Detroit, Oct. 16-18, 
have been released by Ed Morton, 
North American Life, exhibits chair- 
man. 

L.A.A. member companies enter the 
exhibits in three separate groups accord- 
ing to insurance in force. Exhibit en- 
tries are to reach Detroit by not later 
than Oct. 10. 

Harry V. Wade, American United, 
program chairman, announces that a 
special “question box forum” centering 
around these exhibits, will allow mem- 
bers to secure desired information on 
technique, art, typography, etc. 

The classifications include insurance 
journal advertising, magazine advertis- 
ing, newspaper advertising, sales pro- 
motion, direct mail, printed material, 
publications to agents, weekly publica- 
tions to agents, publications to policy- 
holders, recruiting material, conservation 
and annual statements. 





Sponsor Buffalo, N. Y., Course 


BUFFALO, N. Y.—Three life insur- 
ance organizations here are cooperating 
with Millard Fillmore college of Uni- 
versity of Buffalo in sponsoring a 
course in laws, trusts and taxes (Part 
IV), designed to cover material in- 
cluded in the syllabus of the American 
College. All preparatory C.L.U. courses 
will be offered over a period of several 
years. Later this year, Parts I and II 





I.A.C. Group Session 
Setup Announced 


D. C. Gibson, vice-president Mary- 
land Casualty, who is program chairman 
for the annual meeting of the Insurance 
Advertising Conference, which will be 
held at the Hotel Statler, Boston, Oct. 
1-3, announces that the theme of the 
group sessions, in which all members 
will take part, is “Tomorrow’s Insur- 
ance Advertising and Sales Promotion.” 

D. J. Murphey, Metropolitan Life, 
and C. W. Smitheman, Camden Fire, 
co-chairmen of the group sessions, are 
signing up representatives from life, fire 
and casualty companies to act as dis- 
cussion leaders on national advertising, 
direct mail advertising, radio and tele- 
vision, personal salesmanship and insur- 
ance papers. The group sessions will 
have four life, four fire, four casualty 
and three trade paper men participating, 
with questions from the floor following 
presentation of each subject. Those ses- 
sions will be held both morning and 
afternoon, Oct. 2 and Oct. 3. 

Outstanding leaders in the advertising 
world will speak at the Monday and 
Tuesday luncheons and at the dinner 
Monday night. It is expected that many 
insurance company executives and 
agents, in town for the convention of 
the National Association of Insurance 
Agents, will attend the dinner Monday 
night. Members of the Advertising Club 
of Boston have also been invited to the 
luncheon meetings. 

The convention will officially open 
Sunday evening, Oct. 1, with an execu- 
tive committee meeting at 7 p. m., fol- 
lowed by an informal discussion for I. 
A. C. members at 8 p. m. Business 
meetings will open the program on 
Monday and Tuesday, with the balance 
of the program being devoted to prac- 
tical discussions of insurance advertising 
problems. 





Court Orders Lien 
on Inter-Southern 
Death Payments 


LOUISVILLE—Circuit Judge Ar- 
dery has approved an amendment to 
the reinsurance agreement of Kentucky 
Home Mutual Life on the business of 
the defunct Inter-Southern Life, under 
which the 60 percent lien on payments 
to living policyholders will be applied 
to death claims as well. Since reinsur- 
ance was effected in 1932, death claims 
have been paid in full, but the lien, with 
interest at 6 percent, has been applied 
to annuities, endowments, extended in- 
surance, loans, cash surrenders and dis- 
ability payments. Interest on the lien 
has been reduced from 6 percent to 5 
percent on all classes. 

Participation certificates for the 
amount of the lien will be issued to 
death claimants, as has been done with 
living policyholders. 

The Kentucky department, in approv- 
ing this change, stated that it affects 
less than 600 policies in Kentucky. It 
has been approved by the five other 
states in which Kentucky Home Mutual 
operates, Alabama, Florida, Indiana, 
Ohio and Tennessee. 

The change does not apply in any 
way to policies issued by Kentucky 
Home Mutual or to Inter-Southern 
policies which were reissued by Ken- 
tucky Home Mutual. 

The amendment makes provision for 
the payment of cash surrender values 
in five annual installments of 20 per- 
cent each, 








may be offered. Taking part are the 
Buffalo Life Managers Association, 
Buffalo Life Underwriters and _ the 
Buffalo Chapter of C.L.U. 


Read The Industrial Salesman, $1.25 a 
year. 420 E. Fourth Street, Cincinnati. 








Revise Programs in 
Light of Social 
Security Changes 


The provisions of the social security 
act necessitate the revision of all life 
insurance programs in the light of new 
benefits. Inasmuch as the new provi- 
sions do not go into effect until Janu- 
ary there is some question on the best 
way to handle the programming at the 
present time. Programs for men with 
small children, which out of necessity 
concentrated the bulk of the payments 
during the years while the children are 
dependent, can now be expanded to pay 
an annuity to the mother after the chil- 
dren have grown up, inasmuch as a 
fairly substantial sum is paid under the 
social security act while the children are 
dependent. Where there are no children, 
settlement options can be revised to pro- 
vide for income to the wife before she 
becomes 65 and receives her social se- 
curity widow’s pension. Inasmuch as 
very few life insurance programs can 
be adequate because of the limited finan- 
cial means of the assured, the social se- 
curity act benefits provided a basic plan 
upon which the life insurance program 
can be built. 


Increases Wife’s Income 


For example, one agent sold an addi- 
tional $5,000 policy to a childless man 
to complete his life insurance program. 
He formerly had provided a fairly sub- 
stantial income for his wife for the first 
years of her widowhood and a lesser 
sum during the remaining years. In- 
asmuch as the social security act pro- 
vided for her after she is 65, he took 
the additional insurance to increase pay- 
ments until she is 65. Under the life 
insurance-social security provision his 
wife now has a fairly liberal income as- 
sured for the rest of her life. 

In programming a man’s life insur- 
ance before 1940, the option clause can 
be worded so that it becomes effective 
on Jan. 1, 1940, with alternative provi- 
sions if the assured dies before that 
time. There is some possibility of capi- 
talizing on taking care of the gap be- 
tween now and 1940 by buying term 
insurance. In other words, in view of 
the social security provision after 1940 
a man will have a substantially in- 
creased life insurance program but in 
case he dies during the next three 
months his family will be heavily penal- 
ized. There is some doubt as to the 
practicality of selling policies for a three 
months term. On the other hand if 
preliminary term is sold there is a pos- 
sibility of part, if not all, of this cov- 
erage being converted to a permanent 
form after January. 


AVOID COMPLICATIONS 


Companies Loath to Let Down 
Bars Again to Settlement Forms 
Tied to Social Security 








Companies are getting numerous re- 
quests from agents for the use of un- 
usual settlement provisions, in order to 
complete the gaps in the social security 
benefits. Rather, it is probably a truer 
statement to say that agents are mak- 
ing inquiry as to what the company is 
prepared to do. The companies are not 
eager to permit the use of complicated 
agreements, particularly since they have 
just gone through a period of closing 
the door to demands for complicated 
settlements that were becoming more 
and more particularized. 

One suggestion that is being ad- 
vanced is to arrange to leave the pro- 
ceeds to pay interest but giving the 
beneficiary the right to convert the pro- 
ceeds into a life annuity if for any rea- 
son benefits under the social security 
program are interrupted or stopped. 

Some of the company men are advising 
agents not to try to do too much minute 





carpentry work in fitting the life insur- 
ance program into the social security 
pattern. The wisest course, they say, 
is to undertake to get the client to build 
up an insurance estate to take care of 
minimum requirements, relying upon 
social security to a limited extent. They 
say that the social security program is 
very likely to be revised again in the 
light of experience and a program of 
life insurance tied too definitely to the 
present social security program would 
then be not the perfect fit that it was 
when the program was entered into. 
For instance, some observers believe 
that the social security program will be 
revised to provide uninterrupted bene- 
fits to the widow should cases of dis- 
tress develop when income ceases upon 
the eldest child reaching age 18, or in 
the event of the death of the child dur- 
ing its minority. Then, some actuaries 
believe that events and experience will 
bring about a condition whereunder the 
social security cost will be supported 
by some sort of a general tax and the 
present system of a tax that is in the 
form of a premium will be eliminated. 





Presidential Dinner 
for Zimmerman 


Charles J. Zimmerman, general agent 
for Connecticut Mutual Life at Chicago, 
who is scheduled to be elected president 
of the National Association of Life Un- 
derwriters at the convention next week 
at St. Louis, will be the guest of honor 
Oct. 3 at a reception and dinner at the 
LaSalle hotel, Chicago. The-affair is 
being arranged by the general agents 
and managers division of the Chicago 
Association of Life Underwriters. Wil- 
liam M. Houze, John Hancock, vice- 
president of the association and chair- 
man of the division, is head of the com- 
mittee in charge. 


Expect Many Notables 


Invitations are to be extended to all 
life underwriters in Chicago, and the 
agency leaders from throughout the 
United States who will be attending the 
meetings of the American Life Con- 
vention that week in Chicago will be 
invited. Invited as special guests will 
be trustees and officers of the National 
association, home office officials of life 
companies and leaders in Chicago busi- 
ness circles. A program is being ar- 
ranged. Preceding the dinner, James 
Louis Smith, manager of the LaSalle 
Hotel, will be host to Mr. Zimmerman’s 
friends at a cocktail party. 





Kastner Is Named to Two Posts 


Governor Horner of Illinois appointed 
Ralph H. Kastner, associate counsel, 
American Life Convention, a delegate 
from Illinois to the annual tax confer- 
ence of the National Tax Association in 
San Francisco, Oct.16-19. He named 
Mr. Kastner at the suggestion of the 
Illinois Tax Commission. Mr. Kastner 
is an authority on taxes, especially in 
relation to life insurance. Mr. Kastner 
recently was named chairman of the life 
insurance committee of the American 
Bar Association by John Cronin of Bos- 
ton, chairman of the insurance section. 





Indianapolis Chapter Elects 


Guy E. Morrison, Northwestern Mu- 
tual Life, has been elected president of 
the Indianapolis C. L. U. chapter. K. D. 
Robinson, South Bend; C. F. Davis, In- 
dianapolis, and A. M. Koon, Blooming- 
ton, are vice presidents; W. A. Cla- 
baugh, secretary-treasurer. : 

Members of the executive committee 
are the officers and the following past 
presidents: L. T. Boyd, Kokomo; H 
Nyhart, E. A. Krueger, Carl McCann, 
D. W. Flickinger, F. D. Brosnan, R. M. 
Halgren and H. E. Storer. 

Classes in preparation for the C. L. U. 
examination in 1940 are announced by 
Butler University and Indiana Univer- 
sity extension division. 





* 
t 
e 
Re 


























sien 











n the 
m of 
O the 
would 
t was 
tO. 

elieve 
ill be 
bene- 
* dis- 
upon 
or in 
dur- 
laries 
- will 
r the 
orted 
1 the 
1 the 
ed, 





oe SERB UNA T UN ISH td eae ERS 












September 22, 1939 LIFE INSURANCE EDITION 





















Just off the press—wire your orders now. 


SOCIAL 


COMPLETE and ACCURATE analysis of the. security 


ACT-1939 





Here is the only booklet available with 





These 5 Features: 


1. Reprint of the Law itself as approved — 
Title IL. 


2. Simple explanation of what the Act is, what pron 
it does, individuals included and excluded. LIFE INSURANCE 


SOCIAL SECURITY ACT j) 

n Mi 
3. Tables showing all benefits for all ages. 
4. 7 “gaps” calling for Life Insurance. 


5. Form to use in Programming the benetits, 
(a perfect approach). 


Since these 1939 Amendments are perhaps 
the most important development affecting Life 
Insurance in the past quarter century, and— 


SEPTEMBER, 1939 


Since the Act will probably remain basically 
unchanged for some years—this is a must 
booklet. 
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. Diamond Life Bulletins 
1. FOR EVERY AGENT. It tells him what he v= ? , 
waits to know, shows tile Iateaes: eneer 420 East Fourth Street, Cincinnati, Ohio 


tunities, answers questions. 
2. IN AGENCY MEETINGS. 


3. As good-will Gift to Lawyers, C.P.A.'s, Bank 
Officers, Trust Officers, Business Men. 
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Effect of War, Social Security Analyzed 


(CONTINUED FROM PAGE 3) 





refunded about $23 of the $30 extra. 

Mr. Boissard mentioned the heavy 
extra premium that the Canadian com- 
panies are charging for coverage dur- 
ing war service. He predicted that 
little of this coverage will be sold, Even 
an extra $5 or $10 is very difficult to 
collect. He pointed out that the new 
Canadian war clause differs from that 
commonly employed during the world 
war, in that those serving in hospital 
and relief organizations outside of Can- 
ada are not covered under the regular 
policy. 


Emphasis on Income 


Mr. Boissard predicted that the em- 
phasis on income in the amendments to 
the social security act will reinforce to 
a tremendous degree the missionary 
work that the agents have done in seek- 
ing to make the populace income con- 
scious. Mr. Boissard urged the agents 
to familiarize themselves with the vari- 
ous features of the act. He pointed out 
that the present benefits extend beyond 
the tax base. In other words, there 
will be a deficiency, at least in the 
earlier years, and it seems obvious that 
tax funds of one kind or another will 
have to be employed. He observed that 
the law had been in effect only two 
years but already it has been radically 
changed. Who knows, he asked, what 
five, 10 or 20 years will bring. 

The social security benefits in no way 
resemble a contract. It is merely a 
promise to pay. It is conceivable, he 
said, that if the United States should 
get into war and the national debt 
should soar to unheard of peaks, all 
benefits under the social security plan 
would be canceled. 


Survivorship Theory Employed 


The survivorship theory is employed 
in the new setup, he pointed out. For 
instance, a man whose earnings had 
been $250 a month for 40 years would 
have paid in taxes $3,165. His employer 
would have paid an equal amount, 
making the total contribution on his 
account $6,330. At age 65, he would 
receive $56 per month. If he is single, 
his wife is dead and there are no de- 
pendent children and he should die after 
receiving only one month’s benefit, 
there would be paid on his account $336 
in a lump sum or less than 5 percent 
of his total contributions. The refund 
annuity principle is not applicable. 

There are many conditions affecting 
the qualification of the widow to receive 
benefits. She must have children under 
age 18 or she must be age 65 or over. 
She must not have remarried and she 
must have lived with her husband a 
certain period prior to his death. There 
is considerable red tape in the law. She 
must not herself be entitled to benefits 
of more than a certain amount. 

Mr. Boissard said that National 
Guardian has been working on a com- 
plete. revision of the 1940 dividend 
schedule. The schedule is being revised 
from the bottom, with recalculations 
throughout. 

The interest that National Guardian 
has received during the first six months 
is .1 percent lower than during the last 
six months of 1938, he stated. He said 
that National Guardian during the period 
1930-1938 inclusive got 2.43 percent of 
the total business in Wisconsin. The 
ratio has been 3.2 percent this year. In 
only one year did National Guardian 
get a higher percentage and that was 
in 1938, 

The program was run off with the 
temperature in the high 90’s, but the 
conventioneers got down to their shirt 
sleeves and were attentive throughout 
the two business sessions and at the 
banquet. National Guardian has a loyal 
and intelligent field organization, largely 
in the Wisconsin territory. 

The organization was delighted that 
President George Boissard was able to 
take an active part in the convention. 
Although he has been shedding some 





of his duties, he goes to the office 
nearly every day and has made a good 
recovery from a rather prolonged ill- 
ness. He welcomed the conventioneers 
at the first business meeting and pre- 
sided at the banquet. He remarked that 
the National Guardian Life is “not as 
long as some railroads, but it is just 
as wide.” When he entered the busi- 
ness in 1910, he recalled, there were 87 
companies in the field. Of these 12 
had insurance in force of $100,000,000 
or more. Since National Guardian was 
organized, some 500 companies have 
been absorbed or in other ways have 
been put out of the running. National 
— has $1.20 for every $1 of lia- 
ility. 

Mr. Boissard said that National 
Guardian has no mortgage obligation 
that can’t be seen by the officers during 
a day’s drive from Madison. In Na- 
tional Guardian Life, he said, the pol- 
icyholder feels that he has an integral 
interest in the company. 


Al Schmedeman on Duty 


Al G. Schmedeman, superintendent of 
agencies, presided at the business meet- 
ings and kept the machinery humming 
in efficient style. He had at his right 
hand Don Clapp, his chief assistant. 

Val Zillig of Milwaukee made a 
splendid talk. He has been a full time 
agent for National Guardian just a few 
months. For a good many years he 
was in the banking business and was 
connected with the Home Owners Loan 
Corporation. He said that his expe- 
rience with banks and with HOLC had 
impressed upon him the value of life 
insurance, He said that he had seen 
many insurance policies save the life of 
a business. He had seen widows and 
children coming to the bank to cash 
insurance checks which constituted 
their only income 

Mr. Zillig said that he does not 
possess many of the common attributes 
of salesmen, but he attributes the fact 
that he does sell insurance to the fact 





that he is persistent. At the same time 
he strives not to become a pest. He 
said that he rarely is able to close on 
the first or second interview, but he 
does continue to call on a man until 
he is certain that he is not a prospect. 
He makes ita business to solicit friends. 
When he went into the business, he 
reflected upon the problem. He decided 
that people like to do business with 
their friends. He decided that his 
friends were the ones who were going 
to make his business for him. He con- 
tended it is a big mistake for the agents 
to pass up their friends. The agent 
knows their circumstances and that is 
a 70 percent advantage, he said. 

Mr. Zillig said that he does not 
solicit members of clubs to which he 
belongs the first time that he meets 
them, but they are productive sources 
of business. At the first of each month, 
Mr. Zillig said, he lists 100 names on 
his prospect file and he undertakes to 
call on all those listed during the 
month, making seven or eight calls a 
day. Then he puts in his prospect list 
the names of at least five persons a 
week whom he has never called on be- 
fore, 

A. R. Jaqua, associate editor “Dia- 
mond Life Bulletins,’ gave a talk that 
was well received. In answer to a ques- 
tion, he gave an analysis of the amended 
social security act and suggested how 
the agent can best take advantage of 
the new setup. 

Dr. Albert Tormey, the new medical 
director of National Guardian, gave a 
practical talk. In jocular vein, he said 
he once heard of a medical director who 
started an address toa group of agents 
by saying, “my friends.” An agent in 
the back of the room called out, “name 
one.” 


High Degree of Honesty 


He said he is impressed by the fact 
that the degree of honesty among the 
agency force is exceedingly high, espe- 
cially in view of the temptations that 
exist, with the agent having a financial 
interest in the action that is taken on 
the application. 

The medical department, he states, 
strives to do all that it can to effect 





Canada Life Advances Two Officials 








W. J. BEATTIE 


The Canada Life has appointed W. J. 
Beattie assistant general manager and 
E. C. Gill assistant general manager 
and treasurer. No change in the ad- 
ministrative policy of the company is 
involved. 

Both of the new appointees have ad- 
vanced rapidly in Canada Life organiza- 
tion. Mr. Beattie, after graduating from 
Columbian College in British Columbia, 
did much of the Canada Life’s legal 
work while associated with the legal 
firm of McCarthy & McCarthy. He be- 
came executive assistant of the Canada 








E. C. GILL 


Life in 1935 and last year was again 
advanced, being named assistant to the 
president. 

Mr. Gill joined the Canada Life in 
1923 on graduation from Queens Uni- 
versity. Three years later he passed the 
final examinations of the Actuarial So- 
ciety of America and in 1927 was ap- 
pointed assistant actuary. The follow- 
ing year he was transferred to the 
investment department in charge of the 
research and analytical division. He was 
named assistant treasurer in 1930 and 
treasurer in 1938. 





the insurance if it can be done safely, 

Most complaints about examiners 
come from the new man in the field, he 
said. Among the complaints heard are: 
The examiner is tardy, he is not insur- 
ance- -minded, he won't leave his office, 
he is too busy, the examiner is a Demo- 
crat, Republican or of a particular reli- 
gious faith. Very often the basis for 
these complaints vanish upon examina- 
tion but the medical department does 
investigate and if it finds there is jus- 
tice to the agent’s position, a change is 
made. 

It is desirable, he said, to concentrate 
on a single examiner in a territory. He 
gets enough business to make the con- 
nection worth while for him and he 
learns the requirements of the company, 
He mentioned that National Guardian 
Life had established the policy of retir- 
ing examiners at age 65. 


Non-Medical Business 


Dr. Tormey mentioned the non-medi- 
cal business without enthusiasm. He 
implored agents to be more careful in 
filling out the questions. He said they 
should make a preliminary inspection 
and eliminate drunkards, reckless driv- 
ers and those that have been rejected 
bv other companies. 

Some people, he said, in filling out a 
blank, have peculiar notions of illnesses 
that they have had. For instance, one 
applicant said that he had had “rabbit 
fever.” That is a serious malady. The 
company wrote to his doctor who said 
the man had influenza but had gotten 
over it in five days. 

Since taking office last October, appli- 
cations amounting to $5,534,000 have 
been received. Of that amount 87.22 
percent has been issued and 4.5 percent 
declined. About one-quarter of the 
declinations were on account of heart 
conditions, about one-quarter on ac- 
count of moral and financial considera- 
tions and about half on account of 
other medical reasons. 

At the banquet, service awards were 
presented by President Boissard. G. J. 
Sennett of Janesville, Wis., gave a 
reminiscent talk. His connection with 
National Guardian dates from 1910 and 
he was present at the first agency con- 
ference of the company. He told about 
an advertising stunt that he used of 
having a flash at the movie theater that 
read, “See Sennett Soon.” A competing 
agent killed the value of this advertis- 
ing, however, by sponsoring a card that 
was flashed later in the program, read- 
ing, “See ... now. Soon may be too 
late.” 


Policyholder No. 8 Is Heard 


Another reminiscent talk was given 
‘by W. C. Schorer, a canning factory 
proprietor of Sauk ‘City, Wis. He was 
one of the first agents that Mr. Bois- 
a. appointed and he holds policy 


B. M. Engebretson of Beloit, Wis. 
was given a hand. He is a member of 
the legislature and is the author of the 
bill that passed exempting $10,000 of 
life insurance proceeds payable to a 
named beneficiary, from the Wisconsin 
inheritance tax. 

The conventioneers then devoted 
themselves enthusiastically to winning 
a large number of prizes in the game 
of “keno.” ; 

At the second business session, Rich- 
ard Boissard gave his analysis of pres- 
ent day conditions. James Richards of 
River Falls, Wis., told the successful 
methods that he uses in a small com- 
munity. Franklin A. van Sant, home 
office general agent, gave a practical 
life insurance talk, analyzing the life 
insurance needs and wants of the aver- 
age man and Earl M. Schwemm, agency 
manager of Great-West Life in Chi- 
cago, held the attention of the audience 
closely with his splendid talk on life 
insurance as tangible merchandise. 

There was a luncheon for the group 
the final day and then the. party was 
taken to the country club for an after- 
noon’s outing. 





Prospect with accident and _ health. 
Read The Accident & Health Review. $2 
a year. 175 West Jackson Blvd., Chi- 
cago. 
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SEC Not Promoting 
$250 U.S. Death 
Benetit for All — 


WASHINGTON — Testimony given 
at the recent monopoly subcommittee 
hearings on industrial insurance as to 
the cost of supplying a $250 funeral 
benefit for each member of the popula- 
tion has led many insurance men to 
wonder whether it foreshadowed a plan 
to seek a government-operated substi- 
tute for industrial insurance. Accord- 
ing to authoritative sources, however, 
the sole purpose of the testimony, which 
was given by Assistant Actuary D. C. 
Bronson of the Social Security Board, 
was to give some sort of comparison 
by which to judge the cost of industrial 
insurance. Mr. Bronson’s testimony fol- 
lowed that of Harry Mehlman, actuary 
of the insurance staff of the Securities 
& Exchange Commission, which is pre- 
senting the insurance material to the 
Temporary National Economic Com- 


mittee. Mr. Mehlman compared the net 
costs of various industrial insurance 
companies. 


Those conducting the insurance inves- 
tigation are aware that it is not fair to 
compare the cost of industrial with that 
of ordinary. 

“We had to have some way of pre- 
senting a cost comparison,” it was said. 
“You can’t compare industrial with or- 
dinary. That’s what all these cranks 
do.” 

No Legislation Considered 

It was also stated that no legislation 
is being considered at present. It would 
not be the function of the SEC to pro- 
pose such legislation, as all indications 
have been that any congressional action 
would be sought by the TNEC follow- 
ing the submission of the SEC’s report. 

As to an “exclusive” report in an in- 
surance journal that “the next session 
of congress will have a bill introduced 
to take over a certain class of insurance 
by the government,” it was said at the 
SEC that it had no legislative proposals 
of any kind under consideration. How- 
ever, this denial by the SEC does not 
necessarily affect the validity of the re- 
port that a bill will be introduced at 
the next Congress, since obviously any 
member of Congress may introduce a 
bill concerning insurance or any other 
subject that strikes his fancy. The im- 
portance of such a move would depend 
not on the mere introduction of the bill 
but on the probable amount of support 
that could be mustered in its favor. 


Cost of Benefit Estimated 


-Testimony given by Mr. Bronson in- 
dicated that a $250 funeral benefit for 
the entire population would call for a 
Payment of $3.03 per year per person, 
which of course makes no allowance for 
any sort of collection or administration 
expense. The $3.03 would be the pure 
Premium. If the plan, still covering the 
entire population, were to be paid for 
only by those gainfully empoyed with 
adjustments being made for the size of 
each famiy, the annual pure premium 
ased on 1940 conditions would average 
$7.27 without allowance for administra- 
tion expense. If workers beyond age 65 
Were exempted from contributing, the 
average annual contribution would be 
increased to $7.55. 

_ As to the probable collection, admin- 
istrative, and claim expense of operating 


such a setup, Mr. Bronson was very re- 1 


luctant to give a definite figure. After 
outlining the reasons why the numerous 
Variable factors would affect any ésti- 
mate, Mr. Bronson said that he would 
put the expense of operating the plan 
at somewhere between 20 percent and 
40 percent of the death benefit outgo. 

. The $3.03 pure premium, on the ba- 
> of this estimate, would range from 
rarer to $4.25. The $7.27 figure would 
on in an actual cost of somewhere 
etween $8.73 and $10.17. A more com- 
Plete account of Mr. Bronson’s testi- 
pd appeared in THE NATIONAL UNDER- 
VRITER of Sept. 8. 





Program for Annual 
Gathering Is Out 


(CONTINUED FROM PAGE 3) 


tend part of the sessions of the Finan- 
cial Section, Chairman Howard W. 
Kacy intends to adjourn the Legal Sec- 
tion meeting by Tuesday noon. That 
will leave Tuesday afternoon free to 
those who would like to attend the 
Financial Section meeting. 

The Association of Life Insurance 
Presidents will be represented by Col. 
Franklin D’Olier; president Prudential, 
chairman; E. S. Brigham, president Na- 
tional Life of Vermont; B. K. Elliott, 
vice-president and general counsel John 
Hancock Mutual Life, Boston, and F. 
hd Hubbell, president Equitable Life of 
owa. 





Companies May Adopt 
Alien Questionnaire 





(CONTINUED FROM PAGE 4) 


factory experience that after the war 
many companies were enabled to refund 
the extra charge. 

That clause, however, it is believed, 
will not be adequate now, since it had no 
travel restriction. It is probable the 
uniform clause will provide protection 
only within the territorial boundaries 
of the North American continent, which 
takes in the coast waters out to the in- 
ternational limit. 

Another subject is what to do in re- 
spect of waiver of premium, income dis- 
ability and double indemnity clauses. 
Many companies’ clauses provide for 
cancellation in event of war service, but 
they say nothing about travel in danger- 
ous areas or waters. Unless a travel 
exclusion were added, policyholders not 
in military:-or naval service who should 
be totally disabled while traveling by 
boat, for instance, from New York to 
Miami, outside the international limit 
due to the boat being torpedoed, would 
be entitled to benefit. The same would 
apply to waiver or “D. I.” 


To Avoid Covering Foreigner 


The intention ot companies planning 
to adopt war exclusion clauses at pres- 
ent is to avoid insuring war risk on for- 
eigners in this country, unless they se- 
cure the proper extra premium, it was 
said. They are holding off on the clause 
in order to give time for proper consid- 
eration, and confident this country will 
not be involved—at least for some time. 

The American Life Convention’s an- 
nual meeting at Chicago, Oct. 2-5, un- 
doubtedly will devote much discussion 
to the subject, and it is possible a uni- 
form clause will be proposed. F. E. 
Huston, secretary-actuary of the A. L. 
C., has been intensively studying the 
question and probably will report on 
this. Later he plans to send a ques- 
tionnaire to companies to ascertain their 
practices in this connection. 

It is probable the ages excluded will 
be 18-30. Few companies have adopted 
any restrictions in rules, except that they 
are not interested in selling five and 10 
year term insurance because of the low 
premium and the certainty there will be 
bad anti-selection on the part of appli- 
cants who are in reserve and know they 
would answer a call to war, or others 
subject to call. 

The inspection companies are volun- 
tarily giving special attention to such 
questions as foreign birth, whether first 
papers have been taken out or final citi- 
zenship papers secured; whether the ap- 
plicant has any intentiom of, leaving this 
country to travel in dangerous waters 
or countries, or is in a business which 
may require such travel. They also are 
seeking to disclose from conversations 
with neighbors, friends and associates 
whether applicants have expressed any 
particular interest in going to war, or 
the intention to do so. 

There is as yet no “going rate” for 
extra premium in the U. S. for coverage 
of. the war hazard. Policies are being 
issued, it is said, with provision the com- 





panies may impose an extra premium, 
which must be paid within 30 days after 
the applicant leaves this country to go 
to war. It is believed the going rate 
will be close to that in Canada, which 
ranges from $75 to $100 per thousand. 
During the world war, American com- 
panies varied widely in their extra charge 
practices. A study shows three made 
no charge for service in this country 
and $50 per thousand abroad; 15 charged 
$100 per thousand for service outside 
this. country; nine charged $37.50 for 
service both at home and abroad. This 
study did not include all the companies. 
The going rate was reported to have 
been about $37.50. 

In Canada it was said to have been 
much higher—$150—and in the British 
Isles $125 to $200. 





C. F. Williams, president Western & 
Southern Life, was honored by news- 
papermen at a testimonial dinner in Cin- 
cinnati as a token of thanks for his sup- 





port of children’s day there several weeks 
ago when the press club entertained 
2,500 underprivileged children of the 
city. Some 200 newspapermen and promi- 
nent business men attended the dinner. 
R. C. Harris, city editor “Times-Star,” 
was toastmaster. Speakers included 
Mayor James Stewart, former Mayor 
Russell Wilson, C. D. Groat, editor 
“Post”; Lee Evans, city editor “En- 
quirer”; Monsignor E. A. Frecking, 
editor “Catholic Telegraph”;. William 
Dowdell, city editor “Post” and George 
Fries, business manager “Time-Star.” 
Mr. Williams commented that he had 
been a reporter on a Cincinnati news- 
paper during the Spanish-American war. 
Mr. Harris first met Mr. Williams 30 
years ago when the latter was practicing 
law in the federal courts at Cincinnati. 
A color motion picture of bird life in 
Florida, taken during an expedition 
sponsored by Mr. Williams and the 
Cincinnati Museum for Natural History, 
was shown. 








BEAT HIM TO IT 


Every day Father Time is busy turning 


some one’s insurance age to the next highest 


bracket. 


You will render a useful service to present 


and prospective clients if you will call for an 


application a reasonable time ahead of the day 


when the old gentleman is due to come around. 
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Now Is the Time to 


BLANKETING of the monopoly investi- 
gation of life insurance by European 
crisis and war news has had the good 
effect of keeping the public from getting 
unduly excited about the one-sided por- 
trayal of the insurance business that is 
being pieced togéther in WASHINGTON. 
But, from a long-term viewpoint, this is 
in some ways the most dangerous thing 
that could happen. 

As the inquiry draws near its conclu- 
sion, more and more insurance men have 
realized that the investigation is nothing 
to get particularly nervous about. They 
are still irked at the bland—perhaps un- 
conscious—hypocrisy of an inquiry pro- 
claiming itself as unbiased in objective 
and then rigorously excluding all favor- 
able material or else using it in such a 
manner as to disclose only the unfavor- 
able facts. But they are reassured to 
find that even such a distorted presen- 
tation can be blared forth without the 
structure of life insurance collapsing in 
ruins or even exhibiting a crack. Think- 
ing in terms of actual effect on the busi- 
ness, they are likely to conclude that the 
investigation was not really so bad and 
that perhaps its menace had been over- 
rated. 

It is in just this attitude that the dan- 
ger lies. It plays directly into the hands 
of the Securities & EXCHANGE COMMIS- 
sIon. Its aim is obviously to put the in- 
surance business under federal supervi- 
sion and, while attention so far has been 
mainly directed at life companies, it 
seems unlikely that fire and casualty will 
escape if the life business is made sub- 
ject to federal regulation. In spite of 
the protestations of the SEC that it has 
no preconceived objectives in its insur- 
ance study, there can be no doubt that it 
is out to get federal control of insur- 
ance. This aim is apparent in the na- 
ture of the questioning. Everything is 
being done to discredit state supervision 
and the general procedure of having the 
companies which do an interstate busi- 
ness regulated by the several states in- 
dividually rather than by one central au- 
thority. 

If life insurance men merely look at 
the sensationalized revelations brought 
out by the SEC at the hearings and 
mutter “those muckraking so-and-sos,” 
they will miss the entire point of the in- 
vestigation—to the great glee of the 
SEC. For while a secondary aim may be 
to make headlines, the primary aim is to 
build a record and the record to date 
shows that practically all the evidence, 
sensational or dull, is aimed at discredit- 
ing state supervision of insurance. 


Mobilize 


This record will be the basis of the 
final report and recommendations. It is 
obvious that the report will recommend 
federal supervision of insurance. The 
important thing is that this will be no 
idle suggestion of a government bureau 
but will be backed by testimony under 
oath, not by government experts who 
might be charged with bias, but by com- 
pany officials and agents. Few will read 
the record itself but when the SEC sub- 
mits its recommendations, backed up by 
its voluminous record, it will be a diffi- 
cult matter to set forth equally convinc- 
ing evidence to the contrary. 

It will take some time to complete the 
building of the record and even longer 
to compile and submit the report and 
recommendations. War conditions will 
probably result in action by Congress 
being delayed considerably longer than 
would normally be the case. This gives 
the insurance business that much longer 
to sell the country on the merits of re- 
taining the present system of state su- 
pervision and not going to federal con- 
trol. The greatest mistake that could 
possibly be made would be to wait until 
the SEC and the monopoly committee 
have laid their cards on the table and re- 
vealed their recommendations. It is suf- 
ficiently obvious now what these recom- 
mendations will be. By the time they 
are put into an official report it will 
probably be too late to combat them ef- 
fectively. 

So far there has been no attempt to 
sell the country the idea of federal su- 
pervision. Material that has been 
brought out thus far in the hearings may 
even seem poorly integrated. But neither 
does the foundation of a building look 
like much to the casual observer. The 
architect, however, knows just which 
elements in the foundation are going to 
support the important components of 
the final structure. Likewise, insurance 
men may be surprised at how effectively 
the record that is being built at Wash- 
ington will support and document the 
plea for federal regulation of insurance. 

There is no use relying on the mag- 
nificent record that insurance has made. 
It is not that record but the one written 
into the transcript of the TNEC hear- 
ings that is going to carry weight when 
the showdown comes unless the public 
knows the true story. Right now is the 
time for mobilization of all forces if the 
insurance business is not to be saddled 
with a new burden, detrimental to the 
business and to the policyholders. Per- 
haps there is something to be said for 
federal regulation. If so, it is vital to 


determine what type of federal regula- 
tion will be most beneficial and then 
work actively for that rather than take 
whatever is handed out. 

But if, as the preponderance of insur- 
ance opinion indicates, federal regula- 
tion has little to recommend it and much 
against it, no time should be lost in re- 
selling the public on life insurance as 
presently constituted. Other businesses, 
notably the chain stores, have succeeded 
in warding off inimical legislation by 


taking their case to the public in an ag- 
gressive fashion.. The insurance busi- 
ness has months, perhaps a year or so, 
in which to arouse public appreciation of 
the job it is doing and to fortify the 
present system against a type of regu- 
lation which, though well intentioned, 
would effect little in the way of im- 
provement that is not possible under the 
present setup, while adding new factors 
which would probably result in a vast 
amount of burdensome complications. 


Public's Sights Are Lifted 


War risk life insurance in 1917-18 
lifted the public’s conception of life 
values. The average man who had consid- 
ered $1,000 or $2,000 sufficient life insur- 
ance lifted his sights when the govern- 
ment started valuating lives at $10,000. 
The social security act places emphasis 
on income and those who were content 
to provide none or very little income for 
premature death or old age are now hay- 
ing their sights lifted on the definition 


of “adequate income.” Keeping up with 
Jones and being up to average has a 
strong influence on the American people, 
When it is “the thing” to do people do 
it and with the government endorse- 
ment “the thing’ to do now is to pro- 
vide adequate income for old age and 
premature death which offers one of 
the best, if not the best, sales opportuni- 
ties that life insurance men have had in 
many years. 








PERSONAL SIDE OF THE BUSINESS 








C. E. Hasting, general counsel Repub- 
lic National Life, Dallas, and Mrs. Hast- 
ing are the parents of a baby girl. 


Lloyd J. Lynch, for several years 
Minneapolis general agent of the John 
Hancock Mutual Life, who left this 
week for San Francisco to take charge 
of the agency there, was guest of honor 
at a dinner given by a group of Min- 
neapolis friends and was presented a 
cocktail shaker. 

G. S. McCarter, manager of the ordi- 
nary department of the American Na- 
tional has been named executive chair- 
man of the community chest campaign 
at Galveston. 

Herbert Laflin, assistant counsel 
Noithwestern Mutual Life, addressed 
the Milwaukee Kiwanis Club on “The 
American Constitution.” 

Among those who hurried home from 
war-torn Europe at the war outbreak 
were Mr. and Mrs. J. Henry Johnson 
of Oklahoma City. Mr. Johnson was 
first president and one of the organizers 
of the Oklahoma Association of Life 
Underwriters. Their boat was com- 
pletely blacked out, despite the fact that 
a British destroyer trailed the vessel 
across the danger line. 


F. H. Lewis, Newark general agent, 
Massachusetts Mutual Life, will cele- 
brate his 40th anniversary as general 
agent on Oct. 6. He was with the com- 
pany as an agent for two years before 
his appointment as general agent in 
Jersey City. He went to Newark in 
1916. 


T. H. Woods, representative of Kan- 
sas City Life, Fayette, Mo., proved his 
resourcefulness in the August campaign 
honoring President W. E. Bixby. In 
telling how he sold two policies for $3,- 
000 each, he says: “My last two ap- 
plications were written this way—be- 
lieve it or not: First, I sold the pros- 
pects a flock of sheep; second, I made 





them a loan from my company to pay 
for the sheep; third, I drove the sheep 
under a big oak tree and sold the buy- 
ers 20 payment life policies.” 

Clay F. Lundquist, Fred S. James life- 
accident department manager, Chicago, 
. the father of a baby daughter, Karen 

nn. 





DEATHS 


Price Cross, 78, founder and former 
president of the International Travelers 
Assurance of Dallas, died in California. 
The company at first wrote only health 
and accident insurance but later added 
life insurance. He retired from business 
several years ago. 

John S. Stevens, 59, secretary of the 
Crown Life of Toronto, died from a 
heart attack. He served as western su- 
perintendent for some years before go- 
ing to Toronto as secretary in 1928. 

James E. Clark, for many years 
cashier of Eureka-Maryland Assurance, 
died at the age of 43 following a stroke. 
He was connected with the company 
15 years. Officers acted as pallbearers 
at the funeral services. 


Qualification and Regulation 

The American Bar Association com- 
mittee on qualification and regulation of 
insurance companies is: Patter- 
son, chairman, New York; E. B. Stason, 
vice chairman, Ann Arbor, Mich.; Wash- 
ington Bowie, Jr, Baltimore; Garfield 
Brown, Chicago: T ie) Cunneen, Wash- 





ington, 1D Op Sap Don Carlos, Hart- 
ford; L. M. Gardner, Albany; G. W. 
Goble, Urbana, IIl.; . =. Jones, Jack- 
son, Miss.; 


| Sine Fi Marryott, Newark; J. 
R. Morford, Wilmington, Del.; J. W. 
Ryan, New York; Willis Smith, Ra- 
leigh, N. C.; F. W. Young, Springfield, 
Ill., and H. ‘af Spencer, Rochester, N. Y. 
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NEWS OF THE COMPANIES 





fipw Capital Setup for 
Reserve Loan Announced 


At a stockholders meeting of the Re- 
serve Loan Life in Indianapolis reor- 
ganization plans were approved and the 
necessary changes have been started 
through the required routine for ap- 
proval by the insurance department and 
secretary of state. The plan has been 
approved by the attorney-general. 

Under the plan adopted the capital 
is reduced from $200,000 to $100,000, 
making the par value of the 20,000 
shares $5 instead of $10. Authority was 
granted to issue 33,000 additional shares 
of stock of $5 par value, which will be 
sold at $15, making the total capital 
$265,000 and adding $330,000 to surplus. 
It is arranged. that the additional issue 
will be taken by the Texas capitalists, 
C. W. Murchison and T. L. Wynne, 
and will be issued to a holding company 
formed by them known as the Mur- 
Wyn Investment Company. The direc- 
torate is increased to 15. 


Ohio State Life Makes Two 
Investment Appointments 


J. M. Downs, assistant secretary-treas- 
urer Ohio State Life, has been appointed 
manager of the mortgage loan and real 
estate department. F. H. Morse becomes 
field manager for that department. 

Mr. Downs, who will continue to serve 
as assistant secretary-treasurer, succeeds 
H. H. Wright, who has resigned to 
engage in the mortgage loan ‘business 
in Akron on his own account. He will 
represent the Ohio State Life in its 
mortgage loan activities in northeastern 
Ohio. Mr. Downs has been with the 
company three years. 

Mr. Morse, who will look after the 
mortgage loan business of the Ohio 
State Life in the field, has been with the 
Equitable Society for five years, for 
the last two years as state supervisor 
of the city real estate and mortgage loan 
department. He was formerly with a 
real estate firm in Columbus. 








New Home Office Supervisor 


Frank L. McCormick, former district 
agent at Oskaloosa, Ia., for the Equi- 
table Life of Iowa, has been appointed 
home office field supervisor. He gradu- 
ated from the University of Iowa in 
1925 and after two years with an in- 
vestment firm at Davenport, Ia., joined 
the Equitable in 1927. He was ap- 
pointed district agent in 1937. 

Frank Mots, district agent in the Du 
Bose agency of the Old Line Life of 


America, Milwaukee, has completed 208 
weeks of consecutive weekly production. 








Great Northwest Life 
Elects New Treasurer 





G. R. Bingham has been elected 
treasurer of the Great Northwest Life 
of Spokane. He will 
continue as secre- 
tary. He succeeds 
G. L. Knight, who 
resigned to enter 
agency work under 
Director of Agen- 
cles C. F. King. Mr. 
Bingham is a native 
of Fort William, 
Ont. He graduated 
‘tom Queens TTni- 
versity at Kingston, 
Ont. He 5 pent 
sven years with 
the Sun Life of 
Montreal in the 
underwriting and mathematical depart- 
ments. He is a fellow of the American 
Institute of Actuaries and the Actuarial 
Society of America... He became_actuary 
of the Great Northwest Life in 1936, and 
secretary and actuary in 1937. 


soorerey 





G. R. Bingham 





Appoint Emery Permanent 
Receiver of American Life 


Commissioner Emery of Michigan has 
been appointed permanent receiver for 
American Life of Detroit by Circuit 
Judge Carr of Ingham county at Lans- 
ing. The appointment was made in the 
light of the recent decision of the Mich- 
igan supreme court, validating the ap- 
pointment of a receiver and holding 
against the management of American 
Life that had contested the steps that 
had been taken. The department, it is 
understood, intends to hold an open 
hearing soon on the matter of reinsur- 
ance of the business of American Life. 


NEW YORK 


CAMPS AGENCY RECORD 


In the John Hancock Mutual 10-day 
campaign in honor of President Guy W. 
Cox, an annual feature, which was held 
Aug. 14-25, the Manuel Camps, Jr., 
agency in New York ranked second in 
the entire company in percentage of 
quota achieved. 

Last year the Camps agency won first 
place in this campaign. This year the 
company doubled the Camps agency 
quota and it is interesting to note that 
in that 10-day period the agency se- 
cured 41 applications for $243,000, which 
does not include annuities, group or 
wholesale. 

At the recent convention of the John 
Hancock the Camps agency qualified 
four full-time members. 














U. S. LIFE’S IMPROVEMENTS 


In line with real estate improvement 
and development plans which are being 
carried out by life companies, the United 
States Life has recently completed work 
on three floors of its building at 101 
Fifth avenue, New York City. The work 
on the seventh floor particularly is con- 
sidered an outstanding example of office 
building remodeling. It will be the 
most modern floor below New York’s 
34th street. The work was executed by 
Helen Graham Park, internationally 
known interior architect and decorator. 

Using a modern decorative motif with 
a subtle Oriental undertone, Mrs. Park 
has converted the 5,000 square feet of 
space on the seventh floor into 14 rooms, 
consisting of four public rooms, seven 
private offices, a lounge, dining room 
and a kitchen. The main section of 
offices and the lounge, dining room, and 
kitchen are air conditioned throughout. 

The United States Life is planning to 
remodel other sections of the building 
as tenant requirements may demand. 


N. Y. Examiner Is Retiring 


C. S. Fowler, one of the well known 
examiners of the New York department, 
is retiring from service Oct. 1. He has 
been in the service of New York state 
25 years in all, although his service was 
interrupted when he served as assistant 
general counsel of the National Board of 
Fire Underwriters, and then as secretary 
of the Compensation Rating Bureau, as 
an officer of Ocean Accident and as an 
attorney for the New York Title & 
Mortgage Co. 





The R. C. Meadows agency of Na- 
tional Life at Binghamton, N. Y., had 
a 112 percent gain in paid business over 
August, 1938, which is the largest 
month the agency has had this year. 








SPLENDID OPPORTUNITY 
For an experienced Unit Life Manager. I have 
an excellent proposition with financial backing. 
JOS. D. ROBBINS, GENERAL AGENT 
225 W. 34th St., New York 








Wrapped and Tied for Delivery 


A new insurance package, wrapped and tied for delivery is 
now in the hands of Fidelity agents, It is known as the 3-3-3 
plan—and it's as easy to sell as it is to understand. 


Three hundred dollars in cash at death, for paying final bills, 
and thirty dollars, to help the family carry on, brought to the 
door by the postman every month for three years. 


The new plan is lifting the sights of prospects. It is lifting the 
sights of agents. Instead of the $1000 policy, Fidelity agents, 
with the 3-3-3 plan, are selling $1340 (commuted value) with 
a corresponding increase in commissions. It is available on 
the Ordinary Life and the Twenty Payment Life plans. 


It fits the needs of men new in the business. It is particularly 
well adapted to cold canvass, yet it also fits nicely into pro- 
grams and planned estates, and thus appeals also to the 
experienced underwriter. 


Fidelity's sales kit offers effective selling tools for every 
insurance situation. Fidelity's lead service, in successful oper- 
ation for twenty-three years, develops unusual opportunities to 


use these tools. 


ll 


he FIDELITY MUTUAL LIFE 


INSURANCE COMPANY 


PHILADELPHIA 


WALTER LEMAR TALBOT, President 

















PERFECT!!! 


The Perfect Protection 


Policy of Reliance com- 
bines Life, Accident 


and Health Insurance. 


RELIANCE LIFE 


INSURANCE COMPANY 


OF PITTSBURGH 


MORE THAN $470,000,000 OF 


LIFE 


INSURANCE 


IN FORCE 
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EIGHT DECADES OF EQUITABLE 








1859-1868 


Equitable founded by Henry B. Hyde and Associates, July 26, 1859. 


Year 1860 started with $1,144,000 of Insurance in Force, and Assets of $117,102. | 


First Death Claim, for $5,500, paid (1860). 

“— . Group, "Protection," introduced in Equitable Policy Headings 
1860). 

Conditional (Binding) Receipt to protect applicants during issuance of policy 
first employed by Equitable (1862). 

Equitable Assets passed Million mark (1864). 

First 5-year Dividend paid to Policyholders (1865). 

Annual Dividends authorized (1867). 

Total Insurance in Force passed $100,000,000 (1868). 

Limit of risk increased to $50,000 (1868). 


Contemporary Events 


First petroleum well opened in Titusville, Pa. (1859). 
First Pony Express between Sacramento, Cal. and St. Joseph, Mo. (1861). 
* Start of Civil War, April 15, 1861. 

Lincoln’s Emancipation Proclamation, Jan. 1, 1863. 
Battle of Gettysburg, July 1, 2, 3, 1863. 

Lincoln’s Gettysburg Address, Nov. 19, 1863. 
Maximilian made Emperor of Mexico (1864). 

Civil War ended (1865); Lincoln Assassinated. 

13th Amendment Abolished Slavery (1865). 

First Atlantic Cable Laid (1866). 

Alaska purchased by United States from Russia (1867). 


\ 
1869-1878 


“— and Residence liberalized; Grace in Payment of Premiums first allowed 

1869). 

First Home Office Building at 120 Broadway, N. Y. completed (1870). 

Equitable Policy Payments in Single Year reached $3,646,290 (1872). 

Henry B. Hyde elected President on the death of William C. Alexander (1874). 

Payments to Policyholders and Beneficiaries totalled $5,000,000 during year 
1878. 


Contemporary Events 


U, S. Grant elected President (1869). 
Franco-Prussian War, July-Sept., 1870. 
Introduction of antiseptic surgery (1870). 
Great Chicago Fire, Oct. 9-11, 1871. 

Block Signals for railways invented (1872). 


Disastrous panic in New York, with widespread bank failures. N. Y. Stock Exchange 
closed for ten days (1873). 


Disraeli made Prime Minister of England (1874). 

Constitution of the Republic of France formed (1875). 

Telephone i ted by Alexander G. Bell (1875). 

Rutherford B. Hayes inaugurated 19th President of the U. S, (1877). 
Edison invented Phonograph (1877). 





- Assets passed $50,000,000 (1883). 





1879-1888 


Three-Year Incontestable Clause introduced (1879). 

William Alexander elected Secretary (1880). 

Equitable policies first granted to women (1880). 

Sub-standard Ratings introduced for Hazardous Occupations (1880). 
System of Immediate Payment of Death Claims inaugurated (1881). 
Survivorship Annuity introduced (1881); Life Annuity (1883). 


Equitable limit of risk on single life increased to $100,000 (1884). 
Full Freedom of Travel and Residence granted (1886). 

Two-Year Incontestable Clause introduced. (1886). 

Equitable Home Office Building reconstructed and enlarged (1887). 
Insurance in Force $500,000,000 (1888). 


Contemporary Events 


Edison developed Incandescent Lamp (1879). 

Gasoline motor invented by Selden (1879). 

President Garfield assassinated (1881). 

Panama Canal started by French but not completed (1882). 
Discovery of Inoculation for Rabies by Pasteur (1884). 
Grover Cleveland inaugurated 22nd President of U. S. (1885). 


First Trolley Cars in U. S. (1885). | 50th / 
Washington Monument dedicated in Washington (1885). a \esule 
Great Blizzard of 1888, March 12-14. i 


Inventions patented: Linotype Machine (1884); Cash Register by Patterson, (Iti) é Corpe 


Adding Machine by Burroughs (1888); Transparent photographic film by Easnay 
(1888). 





1889-1898 


> First [ 


~ New | 


100,000th policy issued (1895). 

Total Assets reached 100 Millions (1889). 

Right to Change Beneficiary introduced (1894). 

Assets reached $200,000,000 in 1895. 

Guaranteed Cash Values, also Policy Loans, introduced in 1896. 
Limit of risk on one life increased to $200,000 (1896). 

Spendthrift Clause for protection of Beneficiaries introduced (1898). 





Continuous Instalment Policy introduced (1898).  Villia 
~ Admir 
fae First 

Contemporary Events Georg 
South 

Benjamin Harrison inaugurated 23rd President of U. S. (1889). sh 

Johnstown Flood, May 31, 1889—2209 lives lost. me “Y 

Inventions patented: Alternating Current Motor; Color Photography (1892). Wood 

Grover Cleveland inaugurated 24th President of U. S. (1893). eae 

Edison developed Kinetoscope (Moving Picture apparatus) 1893. Pie 

Ford built his first successful automobile (1893). Work 

Financial Panic and Business Depression (1893). “Lusi 

X-Ray discovered by Wilhelm Konrad Roentgen (1895). Trans 

Gold discovered in Klondike (1896). Rus 

William McKinley inaugurated 25th President of U. S. (1897). | poe 


Queen Victoria’s Diamond Jubilee (1897). 

U. S. Battleship “Maine” blown up in Havana Harbor, Cuba, Feb. 13, 1898 
lost. 

Radium discovered by M. and Mme. Curie (1898). 


260 lise Influe 
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Li ROWTH AND PROGRESS 





1899-1908 


“James W. Alexander elected President on Death of Henry B. Hyde, Founder. 
Bj surance in Force passed One Billion; Total Assets 400 Millions. 








"Automatic Surrender Values and Extended Term Insurance introduced (1900). 
“Convertible Policy introduced (1905). 

Paul Morton elected President (1905). 

rover Cleveland appointed Chairman of Board of Trustees (1906). 

_Y, State Standard Policy Forms introduced (1907). 












Contemporary Events 


a 


Sp esident McKinley assassinated (1901). 
"Theodore Roosevelt elected 26th President of U. S. 
"Death of Queen Victoria—Coronation of King Edward VII (1902). 
{t. Pelee (Martinique) eruption May 8, 1902. 
" Pacific Cable completed, San Francisco to China (1902). 
farconi’s First Radio Message (1902). 
irst Successful Aeroplane Flight by Wright Brothers, Kitty Hawk, N. C. (1902). 


First New York subway opened (1904). 
san Francisco Earthquake, April 18-19, 1906. 


1909-1918 


| 50th Anniversary celebrated by The Equitable (1909). 

_ Assets reached $479,900,419; Insurance in Force, $1,335,347,979. 
ae Policy introduced. 

. Group Life Insurance inaugurated by Equitable (1911). 

a Refund and Cash Refund Annuities introduced (1911). 

7 ‘Death of Paul Morton—Judge Day elected President (1911). 

| Equitable Building, 120 Broadway, destroyed by fire (1912). 

- First Disability Waiver Clause introduced (1912). 

2 New Equitable Building opened, 120 Broadway (1915). 

¥ Total Payments to Policyholders and Beneficiaries since organization reached 
© $1,000,000,000 (1916). 

~ Double Indemnity Accident provision introduced (1917). 






Contemporary Events 


© Villim H. Taft inaugurated 27th President of U. S. (1909). 


Admiral Peary Discovered North Pole (1909). 

First Aeroplane Crossing of English Channel by Louis Bleriot (1909). 
George V. of England crowned upon death of Edward VII (1909). 

South Pole discovered: by. Amundson (1911). 

First Aeroplane Flight across U. S. by C. P. Renee (1911). 

Hydroplane invented by Glenn H. Curtiss (1911). 

5.8, “Titanic” hit Iceberg off Newfoundland, 1517 lives lost (1912). 
Woodrow Wilson inaugurated 28th President of U.S. (1913). 


- Panama Canal opened (1913). 
> Parcel Post System inaugurated in U. S. (1913). 


World War begun in Europe (1914). 


> “Lusitania” sunk by submarine, 1198 lives lost (1914). 
ae Trans-continental telephone opened (1914). 

>) US. entered World War, April 6, 1917. 

7 Armistice declared Nov. 11, 1918. 

50) lives 


— Epidemic; Over $100,000,000 paid in Death Claims by American companies 
1918-1919), 


Woman Suffrage Amendment passed (1918). 


1919-1928 


Group A. & H. added to Group Coverage (1920). 

Insurance in Force reached Three Billions in Oct., 1922. 

Accidental Death and Dismemberment added to Group (1922). ‘ 
Home Office Building at 393 Seventh Avenue completed (1924). 
Complete Mutualization of Society. (1917 plan) in 1925. 

Non-Medical Insurance granted Policyholders (1926). 

Salary Savings Insurance introduced (1926). 

Group Annuities introduced (1927). 

a ah made Chairman of Board and Thomas |. Parkinson elected President 
Insurance in Force reached Six Billions (1928). 

Assets reached One Billion (1928). 

Death of Judge Day (1928). 





Contemporary Events . 


Versailles Peace Treaty signed, June 28, 1919. 

Volstead Act (Prohibition Amendment) passed (1920). 

Suffrage for women in effect (1920). 

Warren G. Harding inaugurated 29th President of U. S. (1921). 

First American Radio Broadcasting Station opened in Pittsburgh, KDKA (1921). 

Union of Soviet Republics in Russia declared (1922). 

a inaugurated 30th. President of U. S. on death of President Harding 
3). 

Insulin (for Diabetes) discovered by F. G. Banting, Canadian physician (1923). 

Television demonstrated (1927). 

Lindbergh’s solo flight to Paris, May 20, 1927. 

nn commercial radio-telephone communication between America and England 

Herbert Hoover elected 31st President of U. S. (1928). 


1929-1938 


Monthly Premium plan adopted (1929). 

Economic Adjustment Policy introduced (1931). 

Payments to Policyholders reached Three Billions (1933). 

Optional Retirement Policy introduced (1933). 

Equitable's 75th Anniversary—Insurance in Force $6,143,158,113. 

Family Income Policy introduced (1934). 

Group Hospitalization introduced (1934). 

Assets passed Two Billions in 1937. 

Death of William Alexander, Secretary of Equitable 57 years, March 25, 1937. 
Equitable entered 80th ANNIVERSARY YEAR on July 26, 1938. Total Pay- 


ments to Policyholders and Beneficiaries since Organization $4,136,696,205. 
Insurance in Force, $6,749,177,544. 


Contemporary Events 


Stock Market collapse; financial panic (1929). 

Franklin D. Roosevelt inaugurated 32nd President of U. S. (1933). 
Bank Moratorium proclaimed (1933). 

“Century of Progress” Exposition at Chicago (1933). 

N.R.A. passed by Congress (1933). 

Renewal of diplomatic relations between U. s. and Soviet Russia (1933). 
Social Security Bill passed (1935). 

Death of George V of England (1936). 

Abdication of Edward VIII—George VI declared King (1936). 
Civil War in Spain (1936-39). 

Italian Conquest of Ethiopia declared May 9, 1936. 

Boulder Dam (Nevada) completed March 1, 1936. 

Mechanical Cotton Picker. demonstrated by Rust Brothers (1938). 
New York World’s Fair (1939). 

San Francisco World’s Fair (1939) 
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LIFE SALES MEETINGS 





Pacific Mutual to 
Have Sales Meeting 


The executive committee of the Pa- 
cific Mutual General Agents Associa- 
tion will meet at the Mayfair Hotel, St. 
Louis, Sept. 28. Members are: L. C. 
Swinney, chairman, Dallas; H. K. Cas- 
sidy, president, San Francisco; Emory 
Jenks, vice-president, Atlanta; D. J. 
Farrell, secretary, San Antonio; C. C. 
Day, Oklahoma City; Frank Fitts, Tus- 
caloosa, Ala.; Joseph Gantz, Cincinnati; 
Guy C. Lyman, New Orleans; F. B. 
Schoentker, Phoenix, Ariz.; Frank L. 
Sveska, Omaha. This precedes a two- 
day session of the Pacific Mutual Gen- 
eral Agency Association, which will 
also be held at the Mayfair Hotel, Sept. 
29-30. 

Those in attendance from the home 
office will be: A. N. Kemp, president; 
D. C. MacEwen, vice-president; Floyd 
Forker, manager of sales promotion, 
and Walter Hoefflin, manager of field 
training. 

. B. Baumann, general agent at 
Houston, is chairman of the program 
committee and will preside over the 
sales session. 





Commissioner Neslen Speaks 
to West Coast Life Leaders 


Members of the West Coast Life’s 
leading producers’ clubs were advised 
to pay more attention to human values 
and problems than to assets and liabili- 
ties in an address at the banquet of the 
annual convention in San Francisco by 
Commissioner Neslen of Utah. He ad- 
vised them to forget figures and said it 
is not the size of a company that counts 
so much as the quality and the charac- 
ter of the service and the men con- 
nected with the organization. 

Plaques were presented to the leading 
producers by Gordon Thomson, first 
vice-president, and a handsome trophy 
to Jack Robinson, Texas manager, for 
high conservation record. 

H. J. Stewart, vice-president and 
agency manager, invited all to qualify 
for the 1940 convention, which he said 
will be held in Harrison Hot Springs, 
Canada, next September. 


Sun Life’s Illinois Meeting 

Thirty-five Illinois agents of the Sun 
Life of Canada attended a state meet- 
ing at Springfield. The principal ad- 
dress was by Victor B. Harris, Mon- 
treal, executive. sales manager for the 
central states district. Lee Mullin, 
Peoria branch manager, was in charge 
of the meeting. 








American Mutual Life Roundup 


Twenty-six general agents of Ameri- 
can Mutual Life from nine states held a 
two-day conference at the Yeomen City 
of Childhood, Elgin, Ill., to lay plans 
for the balance of 1939 and early 1940. 

The meeting was under the direction 
of John J. Moriarty, agency vice-presi- 
dent, H. S. McConachie, assistant su- 
perintendent of agents, led a discussion 
on “Recruiting Man Power,” and R. B. 
Reynolds, director of sales service, con- 
ducted a discussion on “Prospecting” 
and planned work. Other home office 
executives in attendance were A. H. 
Hoffman, president; Mark T. McKee 
and Ward F. Senn, vice-presidents; 
George F. Wall, secretary; E. B. Moun- 
tain, medical director, and A. W. Lar- 
sen, actuary. 

The keynote address was delivered by 
E. B. Thurman, Chicago general agent 
of New England Mutual Life. 





Graph Estate Regional Roundup 
About 55 representatives of Guardian 

Life gathered in Chicago Monday and 

Tuesday of this week for sessions de- 


voted to the graph estate plan. Rep- 
resentatives were on hand from Chi- 
cago, St. Paul, Minneapolis, Fargo, 
Milwaukee, Omaha, Denver and Toledo. 
The head office was represented by 
Vice-president James A McLain, F. F. 
Weidenborner, superintendent of agen- 
cies; Dr. B. Bender, medical direc- 
tor, and Curtis Robertson, counsel. 
James Elton Bragg, one of the New 
York managers, also attended. 


Lincoln National Texas Rallies 


The Texas agency force of the Lin- 
coln National Life met at San Antonio, 
Houston, Dallas, Amarillo and El Paso 
for sales congresses under the direction 
of O. D. Douglas. L. Dern, vice 
president and agency director, was the 
principal speaker. 








State Reserve Holds Convention 

FORT WORTH, TEX.—W. F. 
White, veteran Fort Worth agent of the 
State Reserve Life, presented a watch 
as a production award at the annual 
meeting of its Hustlers Club here. 

The watch, F. E. McGonagill, vice- 
president and superintendent of agents, 
announced will be presented to the pro- 
ducer who makes the best all-around rec- 
ord during the club year. E. E. Bew- 
ley, president, said he would present a 
suitable award to the leading personal 
producer. 

S. H. Weatherford, vice-president and 
secretary, presided at the business ses- 
sions. Howard Beers, Fort Worth 
manager, aided with the program. 


Hold “Miniature Conventions” 


“Miniature conventions” are being 
held at Salem, Eugene and Bend, Ore., 
for representatives of the Oregon Mu- 
tual Life. Heading the sessions will be 
J. S. Williams, assistant superintendent 
of agencies, and John J. Caplice, agency 
secretary. 








Forty representatives of the Mutual 
Life of New York in northeastern Wis- 





Sanders to Speak at 
B. M. A. 30th Convention 








R. E. SANDERS 


R. E. Sanders, San Diego district man- 
ager Business Men’s Assurance, will ad- 
dress the 30th anniversary jubilee con- 
vention to be held in Kansas City Sept. 
28-30 on “Simplifying Sales.” 

As president of the Grant Club, Mr. 
Sanders has the distinction of being the 
only salesman assigned to speak. 

So far 117 salesmen have qualified for 
the B, M. A. convention and will bring 
their wives. Also to be honored at the 
convention are W. L. Butler, Kansas 
City; Carrie Summers, C. M. Oliver, 





Little Rock, and Saul Ehrlich, Denver. 


consin met at Fond Du Lac for a sales 
meeting arranged by Earl Frei, district 
manager. Gifford Vermillion, manager; 
Lloyd Roberts and John Major attended 
from the Milwaukee office. 





Hear Van Winkle and Hays 


At the initial meeting of the Life In- 
surance Managers Association of Los An- 
geles, Kellogg Van Winkle, manager 
Equitable Society, just home from a 
month’s vacation in England, told of the 
war situation there. 

W. Eugene Hays, director of agen- 
cies New England Mutual Life, said the 
production of life business depends on 
man power, and no matter how many 
aids an agency may have, unless the 


man power is there production will fall 
flat. He said the companies are begin- 
ning to recognize that the incompetents 
in the business are the greatest hin- 
drance to progress. He said the pub- 
lic is beginning to discriminate in re- 
gard to agents and that a valuation is 
being placed on each man according to 
his work, 





Scranton Life Has Increase 
Scranton Life—During the August an- 
niversary campaign conducted yearly in 
honor of President Stevens, the total 
volume of paid business exceeded by 38 
percent the paid volume of a year ago. 
The contest business also exceeds by a 
wide margin delivered business of any 





similar period of the current year. 








LIFE AGENCY CHANGES 





Payne Named Manager 
by Fidelity Mutual 


Louis G. Payne has been appointed 
manager in Worcester, Mass., for Fi- 
delity Mutual Life with office in the 
Chapin building. He graduated from 
Dartmouth College in 1929, and then 
went to the Tuck School of Business 
Administration. After experience in 
other fields he went with Aetna Life 
in 1936. 





Liscom with Guarantee Mutual 


Guarantee Mutual Life has appointed 
William M. Liscom as general agent for 
Los Angeles county, succeeding Lester 
Righter, resigned. Mr. Liscom moved 
to Los Angeles last January from 
Cleveland. He entered life insurance in 
1927 with the Chicago agency of Bank- 
ers Life of Nebraska and a few years 
later was transferred to Cleveland. Mr. 
Liscom is in the Foreman building, Los 
Angeles. 





Western Life Home Agency 


Andrew Schultz, after 17 months as 
superintendent of agencies, has become 
home office general agent of the West- 
ern Life of Helena, Mont. M. H. 
Fuller, who has been superintendent of 
agencies in Utah, Idaho and eastern 
Washington, with headquarters at Boise, 
has taken over Montana and Wyoming 
and hereafter the intermountain region 
will be supervised by him from head- 
quarters at the head office. 





Three Appointments Are Made 


W. T. Ellis becomes general agent of 
Pan-American Life at Cedar Rapids, Ia.; 
T. B. Lane, general agent at Oklahoma 
City, and J. L. Cooper district manager 
at Wichita Falls, Tex. Mr. Ellis entered 
life insurance work in 1933 at Hutchin- 
son, Kan. Mr. Lane has been in the 
business for 11 years, except for a short 
period in 1933 when he was engaged in 
special governmental work at Washing- 
ton. He is secretary-treasurer Okla- 
homa General Agents & Managers Club. 
Mr. Cooper prior to entering life insur- 
ance a few years ago was in advertising 
and sales promotion work. 


H. W. Storck in New Post 


Harry W. Storck has been appointed 
supervisor for California-Western States 
Life, with headquarters in San Fran- 
cisco. He will be engaged in agency 
building in San Francisco, Oakland and 
San Jose. He has an insurance back- 
ground of more than 16 years as a per- 
sonal producer, general agent, educa- 
tional director and assistant superintend- 
ent of agencies. The past year he has 
been in charge of the west coast agencies 
of Acacia Mutual Life 








Republic National Appointments 


W. C. Bull has been appointed gen- 
eral agent at Fort Worth, Tex., by the 





Republic National Life. He was for- 





merly Fort Worth district manager of 





the State Mutual Life. J. W. Mac- 
Fedries, formerly general agent of the 
Capitol Life, has been appointed gen- 
eral agent of the Republic National at 
Marfa, Tex. R. E. Cottrell, formerly 
district ‘supervisor in Dallas for the 
Pyramid Life,:has joined the Dallas 
agency of the Republic National. 





Scott in Personal Production 


Ralph E. Scott, for 16 years with the 
Equitable Society, and since 1929 the 
district manager at Sacramento, Cal., 
resigned to concentrate on personal pro- 
duction with the Home Life of New 
York. He will cover his old territory 
in the Sacramento Valley, associated 
with one of his former agency managers, 
A Carne, now Home Life’s gen- 
eral agent for northern California. Mr. 
Scott has opened an office in 414 
Ochsner building, Sacramento. 


Staudt Named at Akron 


J. W. Wilson of Cleveland, Ohio 
manager Franklin Life, has appointed 
P. A. Staudt manager for -Summit 
county, O., with headquarters in the 
Akron Savings & Loan building, Akron. 
Mr. Staudt was for a number of years 
northeast Ohio manager for Franklin 
Life. He resigned to go with the Penn 
Mutual, but left that company in 1930 
to go into the automobile sales business. 








Ratelle Oregon General Agent 


E. E. Ratelle has been named gen- 
eral agent for Oregon of the Liberty 
Life of Topeka, Kan., with headquar- 
ters at 624 Henry building, Portland. 


C. D. Bubar, who has been San An- 
tonio, Tex., general agent of the State 
Mutual Life, has resigned to become an 
associate of Brice Veazey and Edgar 
Russell in the San Antonio agency ot 
the Indianapolis Life. 


Insurance Seminars at Gary 


At the state convention of the Indiana 
Junior Chamber of Commerce in Gary, 
life insurance men from 30 Indiana cities 
held a seminar on three current subjects. 
The speakers, discussion leaders and sub- 
jects were as follows: “Governmental 
Investigation of Life Insurance, an 
Savings Bank Insurance,” Ed Smith, 
Travelers, Lafayette; discussion leaders, 
A. D. Phillips, General Insurance 
Agency, Warsaw; R. L. Hill, Mutual 
Benefit, Evansville. “The Social Secur- 
ity Act and Life Insurance,” J. Russell 
Townsend, Jr., Equitable Life of Iowa, 
Indianapolis; discussion leaders, Joe At- 
derson, Northwestern Mutual, Colum- 
bus; C. H. Norman, Prudential, Jeffer- 
sonville, “Profitable Selling in a Perio 
of Changing Attitude,” J. D. Havnes, 
Franklin Life, Fort Wayne; H. A. Siev- 
ers, Equitable Society, Gary: discussion 
leaders, Brady Minnis, Mutual Life 0 
New York, Indianapolis; Gale Corley, 
Guarantee Mutual, Valparaiso. : 

Doyle Zaring, agency secretary, Indi- 
anapolis Life, was in charge and preside 
at the seminar. 
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AS SEEN FROM CHICAGO 








HARRY WRIGHT LUNCHEON 


A luncheon was held in Chicago Fri- 
day in the interest of the candidacy of 
Harry T. Wright, Equitable Society in 
that city, for vice-president of the Na- 
tional Association of Life Underwriters. 
L. M. Buckley, Provident Mutual, presi- 
dent Chicago Association of Life Un- 
derwriters, presided. Tributes were 
paid to Mr. Wright by C. B. Stumes, 
Penn Mutual; W. M. Houze, John Han- 
cock; Charles Axelson, Northwestern 
Mutual; P. B. Hobbs, Equitable Society, 
and others. 

Mr. Buckley made the point that 
Harry Wright represents the men car- 
rying the rate book. He has always 
been a personal solicitor, he said. He 
stated that he agreed that the general 
agents are entitled to the presidency 
more often than the men out on the 
firing line. However, he did say that 
he believed that the solicitors are en- 
titled to the presidency once in a while. 
Mr. Wright, he said, has always been 
out on the firing line, carrying the rate 
book. In this day when governmental 
democracy is on trial, he stated that 
business democracy is also on trial. 
Harry Wright, he said, represents the 
working men of life insurance, those 
who are carrying the rate book and 
making their living by personal solicit- 
ing. He declared that Mr. Wright has re- 
ceived more endorsements from local 
associations than any other candidate in 
the past. However that may be, he set 
forth very eloquently Mr. Wright’s 
qualifications of the man in the ranks, 
the spokesman of those who are making 
their living by soliciting rather than by 
administration. 





0. J. ARNOLD SPEAKS OCT. 13 


O. J. Arnold, president of North- 
western National Life of Minneapolis, 
will be the speaker at the insurance 
iuncheon of the Illinois Chamber of 
Commerce in Chicago, Oct. 13. Mr. 
Arnold, who is chairman of the insur- 
ance division of the U. S. Chamber of 
Commerce, will speak on “Relationships 
of Business to Insurance.” George R. 
Kendall, president of Washington Na- 
tional of Evanston, IIl., will preside as 
chairman of the insurance division of 
the Illinois chamber. 





PROGRAMS FOR LAWYERS CLUB 


L. A, Stebbins, president of the Chi- 
cago Life Insurance Lawyers Club, an- 
nounces the programs for the meetings 
during the coming season. 

For the Oct. 10 meeting, Wendall J. 
Brown will give a paper, David J. 
Kadyk will relate an interesting insur- 
ance claims story and Paul E. Keller 
will give a review of current decisions. 

For the Nov. 21 meeting, John W. 
French will give the paper, C. R. Hol- 
ton the story, and C. W. Glover, cur- 
rent decisions; On Dec. 12, the paper 
will be given by A. W. Fulton, the story 
by H. S. Moser, and current decisions 
by G. F. Killinger. 

At the Jan. 8 meeting the paper will 
be given by A. F. Gruenwald, story by 
E. V. Mitchell, general counsel Conti- 
nental Assurance, and current decisions 
by K. L. Merley. 

On Feb. 13, the paper will be W. 
W. Ross, Jr.. story, Col. C. B. Robbins, 
American Life Convention; current de- 
cisions, E. S. Price. 

On March 12, paper, K. L. Merley, 

story, D. T. Winder; current decisions, 
Owen Rall. 
a 8. paper, A. S. Lytton, story. 
. A. Zimmerman; current decisions, 
<. R. Rider: May 14, paper, A. A. Mc- 
Kinley, story, Nathaniel  Rubinkam: 
current decisions, Paul G. Annes. 





ig sia HOLDS SALES CLINIC 

he Chicago agencies of the Equi 

1 <quitable 

Socitty held the first of a series of sales 

Hobe, m charge of Manager P. B. 
obbs, The next meeting will be held 











early in October. The optional retire- 
ment contract was discussed from a tech- 
nical standpoint by Rae Nichols, Woody 
agency; and “Prospects and Prospect- 
ing,” by Helen Thomas, Reno agency, 
and Louis Behr, Lustgarten agency. 
Suggestions for presentation of the con- 
tract were given by William Cassidy. 
Woody agency; James McNamara, Bar- 
ber agency, and E. O. Johnson, Reno 
agency. 





BIG ST. LOUIS CONTINGENT 


The Chicago Life Underwriters Asso- 
ciation has 85 members scheduled to go 
to St. Louis next week for the National 
convention. 





CASHIERS DISCUSS CONSERVATION 


“Conservation” was discussed at the 
first fall meeting of the Cashiers Divi- 
sion of the Chicago Association of Life 
Underwriters. The meeting was high- 
lighted by an able demonstration of 
what cashiers can do to prevent policies 
from lapsing. Participating were Mrs. 
A. E. Anderson of Provident Mutual 
a Miss Bertha Peterson of Guardian 

ife, 


New England Mutual Holds 
Regional in Chicago 


Several officials of New England Mu- 
tual Life, general agents, supervisors and 
ordinary agents, about 175 in all, took 
part in a regional gathering at Chicago 
this week. There were present from the 
home office President G. W. Smith, G. 
L. Hunt, vice-president; Dr. F. R. 
Brown, associate medical director; C. F. 
Collins, agency secretary; D. W. Tib- 
bott, director of advertising, and Robert 
Lawthers, head of the benefit depart- 
ment. Messrs. Hunt and Collins went 
on afterward to St. Louis to attend the 
National Association of Life Underwrit- 
ers convention there next week, then 
will proceed to Excelsior Springs, Mo., 
where another regional will be held Oct. 
5-7. 

A dinner was held Tuesday night in 
Chicago, President Smith giving an ad- 
dress. General agents and supervisors 
held a conference Thursday. The rest 
of the time was devoted to an educa- 
tional and inspirational program for the 
agents. 








Receiver for Pioneer Reserve 


LITTLE ROCK, ARK.—Frank Holt 
was appointed receiver for the Pioneer 
Reserve Life by Judge Auten in circuit 
court here, on petition of Attorney-gen- 
eral Holt. Commissioner Harrison cer- 
tified the company to the attorney gen- 
eral for action to establish a receiver- 
ship. 


R. L. Maclellan, vice-president Provi- 
dent Life & Accident, was married to 
Miss Kathrina Howze of Duluth, Minn., 
at the home of the bride’s parent. 
Among those attending were H. O. 
Maclellan, in charge of the Provident’s 
salary savings division, who served as 
his brother’s best man, and Sam E. 
Miles, life department agency manager, 
who was groomsman. 


MANAGERS 


Confer in Buffalo on 
“Earnings for Agencies” 


BUFFALO, N. Y.—Five general 
agents of the National Life of Vermont, 
all executives of their respective life 
underwriters associations, will meet in 
Buffalo Oct. 6-7 for a round table con- 
ference with the Buffalo Life Managers 
Association. 

They are R. M. Stevenson, Pitts- 
burgh; C. H. Orr, Philadelphia; R. C. 
Meadows, Binghamton, N. Y.; T. H. 























Lo you know ? 
The Great-West Life recently 


announced that the next Company 
convention will be held at 


The SEIGNIORY CLUB 
Montebello, Quebec 
Sept. 9, 10 and 11, 1940 


Here in this beautiful setting, successful 
Great-West Life representatives, from_ 
both the United States and Canada, will 
meet old friends, greet newcomers and 
exchange views and practical ideas. 


The 
GREAT - WEST LIFE 


ASSURANCE COMPANY 
Head Office — WINNIPEG 


Business In Force—$618,500,000 














How Quality Business 
Rewards Protective Life Agents 


Through its quality business program Protective Life’s 
agents are compensated in six ways: 
Attractive first year commissions, plus 
Extra commissions for cash with the application, plus 


An additional commission for higher than average size 
policies, plus 


4, A bonus for increase in insurance in force, plus 


5. Liberal schedule of renewals with higher second year 
renewal, plus 


6. A persistency bonus for higher than average per- 
sistency. 


Results: Protective Life agents are producing business at 
an individual rate far ahead of the average for the country 


as a whole. 
Sz 
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Cummings, Cleveland, and A. L. Beck, 
Buffalo. 





Riehle Talks to Supervisors 


Pointers on recruiting, training and 
supervising men were given by T 
Riehle, New York City general agent 
of the Equitable Society and _ twice 
president of the National Association of 
Life Underwriters, at the first fall din- 
ner-meeting of the Life Agency Su- 
pervisors Association of Northern New 
Jersey, in Newark, N. J. 

Guests inclitded E. C. Hoy, president 
Life Underwriters Association of 
Northern New Jersey; J. C. Elliott, 
president Life Insurance General 
Agents’ & Managers’ Association, and 
A. Kinch, superintendent of agencies 
Manufacturers Life. 





Hear Auto Man in Detroit 


F. J. Timmons, general sales manager 
of Dodge Brothers and an outstanding 
speaker on salesmanship, spoke on “Our 
Salesmen Must Succeed—That’s Our 
Job,” at the first fall meeting of the As- 
sociated Life General Agents & Man- 
agers of Detroit. E. P. Balkema, 
Northwestern National, presided. 





Feels Social Security Competition 
Life insurance men were urged to 
familiarize themselves with the work- 
ings of the social security act by OC. L 
Butler, Connecticut Mutual Life, before 
the San Antonio (Tex.,) Life Managers 
Club. He reported he had already felt 
the competition of the act, one client 
having refused a $5,000 policy on de- 
livery because he estimated that the so- 
cial security act provided him with the 
equivalent of $6,000 protection. 





Cleveland Groups Resume 


The Cleveland Life Insurance Ex- 
ecutives Club is continuing its study 
program instituted the first half of the 
year, tackling problems of agency man- 
agement. Clarence Pejeau was chair- 
man of the first meeting. Subject of 
discussion was “How To Increase Pro- 
duction From’ Established Agents.” 
ge Cummings is president of the 
club. 

The Cleveland Life Agency Cashiers 
Association held its first fall meeting 
this week. H. R. Thurburn of the Na- 
tional City Bank, Cleveland, spoke on 
“Relations of Life Insurance to 
Trusts.” 

The Clavdind Life Supervisors Club 
will hold its first meeting Oct. 2. 





Twin Cities Golf Tourney 

The annual golf tournament between 
the Minneapolis Life Managers Associa- 
tion and the St. Paul General Agents 
& Managers Club was staged this week. 





The Life Cashiers Association of Los 
Angeles held its first fall meeting Sept. 
21. The trust officer of the Security- 
First National Bank discussed the rela- 
tion of life insurance to trusts and of 
trusts to life insurance. 





E. M. Ackerman Resigns 


NEW YORK—E. M. Ackerman of 
this city, associate editor of the “Insur- 
ance Field,” has resigned. For the time 
being Elmer Miller, managing editor at 
Louisville, is at the New York office. 
until later arrangements are consum- 
mated. 





Directors of the Oregon Mutual Life 
gave especial recognition to the comple- 
tion of 20 years of service by R. R. 
Brown, vice-president and actuary. Mr. 
Brown, who had served as assistant sec- 
retary and later as secretary of the com- 
pany, was named director and vice-presi- 
dent in 1936. He is a past president of 
the Pacific States Actuarial Club. 


NEWS OF LIFE 


ASSOCIATIONS 





Inform Public on 
Insurance Facts, 
Says Thompson 


FLINT—Life “insurance has little to 
fear from investigations and attacks as 
60 percent of the people have an interest 
in seeing that the business is allowed 
to continue on its course without undue 
interference, H. B. Thompson; secretary- 
treasurer Michigan: State Association of 
Life Underwriters and secretary-counsel 
of the Associated Life General Agents & 
Managers of Detroit, declared at the 
Flint association’s fall meeting. 


Teach Evaluation of Facts 


Attacks upon the institution by radio 
and otherwise, usually contain some per- 
centage of fact and some of propaganda, 
Mr. Thompson said. It is the job of the 
alert, farseeing underwriter to see that 
his own particular cross- -section of the 
public recognizes the degree of fact and 
of propaganda as nearly as possible so 
that they may be evaluated correctly 
and the public will not become panicky 
about the soundness and reliability of 
their insurance investment. 

The elimination of meaningless com- 
petitive fights among agents, which 
often result in confusion on the part of 
the policyholder and succeed only i in giv- 
ing him the impression that life insur- 
ance may have something “ up its sleeve,” 
will do much to improve and maintain 
the esteem in which the institution is 
held by the public. Elimination of such 
destructive competition will do more 
than anything else to maintain friendly 
relations with the buying public. 

Mr. Thompson reported that the state 
association is increasing its membership. 
Local associations have been reorganized 
in Kalamazoo, Benton Harbor and St. 
Joseph. 





Five Notables on Program 
at Mississippi Congress 


JACKSON, MISS. — Harry T. 
Wright, millionaire producer Equitable 
Society, Chicago, and secretary Na- 
tional Association of Life Underwrit- 
ers, addressed the sales congress of the 
Mississippi Association of Life Under- 
writers here on the trend to a better 
class of agents in the field. The tendency 
among cémpanies, he believes, will be 
to cut down on their agency forces and 
eliminate unfit agents. 











Southern California to 
Back San Diego for 194] 


LOS ANGELES — The San Diego 
Life Underwriters Association is out to 
win the 1941 convention of the National 
Association of Life Underwriters, and 
will extend an invitation at the conven- 
tion in St. Louis next week. 

President John Goodwin of the San 
Diego association, and Secretary-treas- 
urer Roscoe Arnett of the state asoci- 
ation, also of San Diego, sold the idea 
to the Life Underwriters Association of 
Los Angeles nad also to the Life Insur- 
ance Managers Association, at a meeting 
with the joint boards of the two bodies. 

The net result is a plan to make it a 
southern California convention, with 
San Diego as the official host, aided by 
the Los Angeles association and those 
from every city in southern California. 

All the representatives of the south- 
ern California associations will go to 
St. Louis pledged to make every effort 
to bring the 1941 convention to San 
Diego. 

It is planned to have the sessions early 
in October. 








There were four other speakers. 
Harry V. Wade, vice-president Ameri- 
can United Life, gave an address on 
“Government and Life Insurance” at a 
banquet winding up the day. Sam R. 
Hay, Jr., past president Texas associa- 
tion and superintendent of agents Pro- 
tective Life, spoke on “What Would 
You Say?’ Commissioner J. S. Wil- 
liams, III, talked on “State Insurance 
Problems.” W. Calvin Wells, vice- 
president and general counsel Lamar 
Life, spoke on “There Is No Substitute 
for Life Insurance.” 

J. L. Denson, Jefferson Standard 
Life, Meridian, president, was in the 
chair, assisted by J. P. McNeil, Mutual 
Life of New York, Jackson, executive 
vice-president, and Ralph Hester, Pan- 
American Life, Jackson, secretary. 





Organized Selling Necessary 

MINNEAPOLIS—Organized selling 
is necessary to success in the life insur- 
ance business, several hundred Minne- 
apolis agents were told at the first ses- 
sion of a 13 week sales training course 
sponsored by the Minneapolis Associa- 
tion of Life Underwriters and _ the 
Minneapolis Life Managers Association. 

C. J. Zimmerman, Connecticut Mutual 
Life general agent in Chicago, ques- 
tioned the claim often put forward that 
“a new professional’ method is out- 
moding established methods of selling 
life insurance. He stressed the need of 
motivating material to close a sale. 

Regarding prospecting, Mr. Zimmer- 
man said every man or woman who has 
been in the life insurance business two 
weeks or more knows how’ to prospect. 
“The important thing is to do something 
about what we know,” he said. 

“Have more first interviews and make 
the first interview click. We are in- 
clined to lose our punch after the first 
interview,” Mr. Zimmerman declared. 
“Develop skill in selling. Continuous 
practice of presentation will pay. Get 
an incentive for greater production. 
Most successful underwriters have other 
incentives than making more money.” 

Paul Speicher, R. & R. Service, In- 
dianapolis, discussed “Plans and Pur- 
poses of Life Insurance.” In the evening 
the two speakers and a group of general 
agents were guests at a dinner given by 
President O. J. Arnold, Northwestern 
National Life. 





Fight Constitutional Amendment - 


COLUMBUS, O.—The Insurance’ 


Federation of Ohio, Ohio Association 
of Life Underwriters and Ohio Associa- 
tion of Insurance Agents are among the 
40 organizations which have enrolled in 
a fight to defeat the proposed Bigelow 
constitutional amendments, which would 
provide $50 to $80 a month old-age pen- 
sions for all over 60, and would also 
lower the standards for submission of 
constitutional amendments and to initiate 
legislation. 





Name Texas Committee Heads 
DALLAS—Committees of the Texas 
Association of Life Underwriters have 
been announced by R. M. White, Dal- 
las, Jefferson Standard Life, president. 
Chairmen are: Education, H. D: Mou- 








“Trained Seals” to Hold 
Reunion in St. Louis 


The first annual reunion of the 
Amalgamated Society of Trained 
Seals, composed of men who have 
appeared on the program of the 
Texas Tri-City Sales Congresses 
since 1936 and the state association 
presidents who were in charge of the 
programs, will be held at a breakfast 
Sept. 27 during the convention of the 
National Association of Life Under- 
writers in St. Louis. 
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zon, Jr., Fort Worth, Amicable Lite: 


legislative, O. Sam Cummings, Dallas, 


Kansas City Life; sales congress, J. B. 
Baumann, Houston, Pacific Mutual Life; 
program, O. D. Douglas, San Antonio, 
Lincoln National Life; membership, 
O. P. Schnabel, San Antonio, ‘Jefferson 
Standard; extension, J. E. Yates, San 
Angelo, Great Southern Life; finance, 
J. M. England, Dallas, Reliance Life. 
Alva Carlton, Houston, Great Southern 
Life, is chairman of the Leaders Round 
Table. 


Cleveland Sales Congress Oct. 28 


CLEVELAND—The Cleveland Life 
Underwriters Association will hold its 
annual northeastern Ohio sales congress 
at Hotel Statler, Oct. 28. Both morn- 
ing and afternoon sessions will be held. 
Speakers will include A. R. Jaqua, as- 
sociate editor Diamond Life Bulletins, 
Cincinnati; Dewey Mason, _ general 
agent, Aetna Life, Syracuse, N. Y.; 
Paul C. Sanborn, general agent Con- 
necticut Mutual, Boston; C. J. Zimmer- 
man, general agent, Connecticut Mutual, 
Chicago, and Manuel Camps, general 
agent, John Hancock, New York. 

Theme of the congress will be “Am- 
munition for Increased Earning Power.” 








Buffalo, N. Y.—A training school will 
be held Sept. 30 to Dec. 9. E. E. Hawkes, 
Jr., is general chairman. The faculty 
includes J. G. Anwyl, C. C. Bauer, M. 0. 
Cederquist, J. W. DeForest, W. R. Eav- 
enson, H. D. Farber, A. H. Feltus, Clay 
Hamlin, F. A. G. Merrill, C. B. Metzger, 
D. L. Roberts, L. C. Roth, R. A. Scott, 
E. W. Selvage, Milton Sherman, T. G. 
Shields, L. C. Slesnick, W. B. Smith, 
T. C. Snow, Albert Stettenbenz, Jr., 
Bruce Sweet, M. C. Tabor, L. G. The- 
baud, F. M. Tornow, Sidney Wertimer, 
J. A. Whitmore, R. C. Wonderlic and 
A. R. Maynard. 

Chieago—George Huth, agency mana- 
ger Ewing agency, Provident Mutual 
Life, becomes cochairman of the mem- 
bership committee, in charge of the in- 
dustrial division. He served in that 
capacity last year. W. H. Siegmund, 
agency manager Zimmerman agency, 
Connecticut Mutual, is general member- 
ship chairman. 


Oklahoma ‘City, Okla.—The season 
opened with a breakfast at which “Yours 
Truly,. Ed Graham,” the- Life Insurance 
Institute movie, was shown. The asso- 
ciation is making a survey to ascertain 
which C. L. U. courses to offer this sea- 
son. 


Corpus Christi, Tex.—Henry Coutret, 
Jefferson Standard Life, has been elected 
national committeeman. C. P. Brewer 
of the University of Texas spoke on “Six 
Supreme Sales.” The motion picture, 
“Yours Truly, Ed Graham,” will be 
shown in the near future. 


Superior, Wis.—Alex Sprowls, Jr., was 
elected president; Leonard. Moran, vice- 
president, and Frank Eling, New York 
Life, reelected secretary-treasurer. The 
talking picture, “Yours Truly, Ed Gra- 
ham,” was shown. 


Manitowoc, Wis.—The Life Institute 
talking picture, “Yours Truly, Ed Gra- 
ham,” was shown at a luncheon meet- 
ing, following which the association 
sponsored showings before service and 
women’s clubs and in the schools. 


Milwaukee—F all activities started off 
with an attendance of more than 230, 
putting under way the new program de- 
veloped under the direction of officers 
elected before the summer recess, who 
have now taken over.’ LeRoy F. Bond 
is president; Harry Richey and Henry 
Fuller, vice-presidents; Frank. Hughes, 
secretary; J. M. Sisk, treasurer, and E. L. 
Carson, national committeeman, C. J. 
Zimmerman, Chicago general agent Con- 
necticut Mutual and vice-president Na- 
tional association, spoke on “The Job of 
Selling,” and Paul Speicher, R. & R. 
Service, on “The Life Underwriter and 
His Association.” 


Columbus, 0.—At the first meeting of 
the season, the speaker was R. W.- 
Hoyer, John Hancock, Columbus, presi- 
dent Ohio association. A special effort 
was made to have al! charter members 
and past presidents, as well as the new 
members of the association, in attend- 
ance. L. L. Lenz, general agent Connec- 
ticut Mutual, has been named to conduct 
the Annual Message of Life Insurance in 
Columbus. 

Baltimore—T. J. Mohan, vice-president 
Eureka-Maryland Assurance, was elected 
president, together with other officers 
on the slate previously announced. The 
association went on record opposing the 
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moving of the insurance commissioner’s 
office from Baltimore to Annapolis, 
where it is proposed to house the de- 
partment in the newly erected state 
office building. 

Council Bluffs, Ia.—V. P. Laustrup and 
Harold Miller were elected delegates 
to the National association. J. J. 
Hughes, general agent Northwestern Mu- 
tual, Des Moines, spoke. 

Davenport, Ia.—New officers, headed 
py Joseph Hilbe, president, were in- 
stalled. Karl Madden, national commit- 
teeman, gave an “On to St. Louis” talk. 
s. W. Sanford discussed the moving pic- 
ture, “Yours Truly, Ed Graham.” 

Fort Wayne, Ind.—Dr. E. B. Martin, 
pastor of the Wayne Street Methodist 
Church, addressed the first meeting of 
the season. 

Cincinnati—“Yours Truly, Ed Graham,” 
new Institute of Life Insurance film, 
was shown at the first fall meeting. 

Kansas City—Jack McCord, general 
agent Columbian National, Los Angeles, 
speaks Friday and will also address the 
General Agents & Managers Association 
on “Selling Is a Game.” 

St. Paul—The motion picture “Ed Gra- 
ham” was shown at the opening lunch- 
eon. 

Pittsburgh—The annual joint luncheon 
meeting with the Pittsburgh chamber of 
commerce was held Thursday. C. A 
Lewis, director of the Buhl Foundation, 
spoke on the new Buhl Planetarium in 
northside Pittsburgh. 

Nashville, Tenn.—H. H. McBratney, 
Provident Mutual Life, president Phila- 
delphia association, was the speaker. 
Plans were made for sending a large 
delegation to St. Louis to boost the can- 
didacy of John A. Witherspoon for vice- 
president of the National association. 

Houston, Tex.—Arthur Coburn, vice- 
president Southwestern Life, speaking to 
130 at the first fall meeting, predicted 
an acceleration of business and the re- 
turn to employment of several million 
men. Other speakers were Dr. E. W. 
Baldwin of the business administration 
department of the University of Hous- 
ton and Dr. Ray A. Crouch, who will 
teach an insurance course in the busi- 
ness administration department. 

Austin, Tex.—F. R. Vincent of Dallas 
described the life insurance man as a 
“helper and consultant” who recognizes 
his duty to his clients and tries to meet 
the responsibility which is his. Taking 
as his theme, “He Could Take It,” Mr. 
Vincent traced the life of a family which 
is protected from the hazards which at- 
tend life by an adequate life insurance 
program as compared with the life of 
a family which has been left without 
the source of an adequate income when 
the breadwinner has passed out of the 
picture. 

W. D. Foster reported on plans for 
the convention of the Texas association 
and described preliminary plans for the 
Annual Message week. 

Montgomery, Ala.—The presentation of 

“Your Truly, Ed Graham,” was featured 
at several meetings of civic clubs of 
Montgomery this week, sponsored by the 
local association. 
_ Fort Smith, Ark.—John M. Andrews, 
Guardian Life manager, spoke. Fred 
Ellis, Aetna Life manager, was elected 
ne to the St. Louis conven- 
ion. 

Lincoln, Neb.—G. S. Davies, Metro- 
politan, newly elected president, pledged 
educational activities, emphasis on the 
need for maintaining high ethical con- 
duct and development of public rela- 
tions. Committees were appointed. 


Fidelity Mutual Men Seek 
to Emerge from Dog House 


Fidelity Mutual launched at its re- 
cent Leaders’ Club convention an 
unique contest to lift production from 
its customary sag during the month of 
its convention. “Out of the Dog House 
in September” is the rallying cry upon 
Which this effort is centered. 

Each agent has been given a quota 
which matches his average monthly 
Production for the first eight months 
of 1939. In the last three weeks of 
September he is endeavoring to match 
that volume. Until he does he is in 
the dog house. A skit at the con- 
vention set the machinery in motion. 

Posters and scoring cards, with cut- 
out dogs as markers, have been pro- 
vided to mark the point when each 
agent and the agency itself gets “out 
of the dog house.” 





INDUSTRIAL FIELD NEWS 





Colonial Life 
Holds Roundup 


Announcement was made at the an- 
nual agency convention of Colonial Life 
at Rye, N. Y., of a new industrial term 
to age 65 policy. The announcement 
was made by Chairman R. B. Evans. 
This contract was devised to appeal par- 
ticularly to those from age 20 to 40 
under certain circumstances. Permanent 
disability and double indemnity may be 
added. 

Mr. Evans pointed out that this con- 
tract can be sold as complementing the 
social security benefit. It provides 
death benefits. In providing death 
benefits, it should be particularly attrac- 
tive, because the amendments to the so- 
cial security act have removed the lump 
sum at death. 

Then, the contract expires when so- 
cial security benefits normally replace 
wage earnings at age 65. 

Announcement was also made that 
the ordinary division would issue a term 
to age 65 contract and 15 and 20-year 
term, effective Nov. 1. 


Two Business Sessions 


Two business sessions were held dur- 
ing the convention and the convention- 
eers were free the balance of the time 
to enjoy the facilities of the Westches- 
ter Country Club or to attend the New 
York fair, as guests of the company. 

Greetings were extended by President 
E. J. Heppenheimer and Vice-president 
Charles F. Nettleship. The president’s 
trophies were presented to branches 
having the largest per capita increase 
in both ordinary and industrial. The 
first place was won by Manager A. P. 
Kobee of Buffalo. W. T. Ginger, Pas- 
saic, N. J., and H. C. Davis of Pater- 
son, N. J., were tied for second place. 

D. F. Broderick, chief of the life in- 
surance bureau of the New York de- 
partment, gave an address. He said 
that the department takes a decidedly 
sympathetic attitude towards policyhold- 
ers, but it is also responsive to the ideas 
of home offices and agents. He said 
that many complaints that are received 
by the department become baseless 
when the facts are ‘traced. 

A. N. Guertin, actuary of the New 
Jersey department, gave a talk, com- 
plimenting the field force and the com- 
pany. W. B. Wiegan, chief examiner 
of the New Jersey department, made a 
witty talk. 

At the closing session Mr. Nettleship 
gave “the charge” for the coming year. 
He said that the production records on 
March 1, 1940, would indicate whether 
the holding of another convention would 
be justified. The increase of Colonial 
Life for the first seven months of 1939 
had already exceeded the increase for 
the entire year 1938, he reported. 

Dr. A. S. Irving, medical director, 
stated that 97 percent of issued business 
has been placed this year. This is an 
all-time high record. 





Death of E. J. Stanton 


E. J. Stanton, for many years super- 
intendent of the Prudential in Philadel- 
phia, retired, died at his home there 
at the age of 75. He was with the com- 
pany 48 years. 


Honor Lemert in Cincinnati 


The Metropolitan Life will give a 
dinner in Cincinnati the evening of Sept. 
29 in honor of Blaine E. Lemert, man- 
ager of the Clifton office, in commemo- 
ration of 25 years’ service. He is a son 
of Judge Lemert, a former insurance su- 
perintendent of Ohio. 





Harry Wood, with Metropolitan Life 
37 years, for 11 years branch manager 
of the Swope Park district in Kansas 





City, was honored by some 250 agents 
and friends at a dinner. From the home 
office came for the affair E. H. Wilkes, 
vice-president; Arthur Trethewey, third 
vice-president; Glen J. Spahn, superin- 
tendent of agencies, and J. H. Van 
Horn, supervisor. 





T. W. Cole, assistant superintendent 
of agencies of the Travelers, attended 
a breakfast in Columbus, O., which 
launched an eight-week campaign. H. 
J. Prouty, is Columbus manager. 


Freak Chicago Suit Seeks 
to Give Departing Assured 
Shares of Company Surplus 


Six policyholders of as many life com- 
panies filed suits in federal court at Chi- 
cago seeking to have their lapsed poli- 
cies reinstated on a théory they have a 
reserve value in the surplus which their 
premiums helped to build. 

The companies sued are Metropolitan, 
Prudential, New York Life, Mutual 
Benefit, Equitable Society and New 
England Mutual. Actions were later 
filed against John Hancock, ~ State 
Mutual and Mutual, N. Y. Complain- 
ants are Sol Andrews, D. H. Caplow 
and E. K. Stackler, three attorneys, and 
Abe Benberg, Edward Altman and Clar- 
ence Shockly. 

This is a class action which under 
legal procedure would suffice for all 
other lapsed policyholders. 

The plaintiffs claim they own and are 








entitled to a definite portion of the sur- 
plus which their premiums have helped 
to build. 


Proper Conception Given 


It is argued by life insurance attor- 
neys that policyholders who object to 
the failure of directors to declare proper 
policy dividends may elect other direc- 
tors, or they may seek remedy at law 
if there is a showing of gross neglect 
of duty by the directors. However, the 
directors are the policyholders’ author- 
ized agents, and their acts are binding. 
It is said, therefore, policyholders can- 
not well complain of dividend distribu- 
tion, since they are the “owners” of the 
mutual company, and the same rule may 
apply to surplus. 

It is likely the Life Presidents Asso- 
ciation and American Life Convention 
will be represented at the hearing and 
even may appear as friends of the court. 
The Chicago law firm of Hoyne, O’Con- 
nor & Rubinkam represents Metropoli- 
tan. 

Caplow said the action contemplated 
securing a court order which would en- 
title all owners of lapsed policies in the 
companies to a surplus distribution. 
There would be no limitation on how 
far back this would go. = 

Caplow said his group contends pol- 
icyholders in mutual life companies are 
entitled to surplus in addition to cash 
value, paid up and extended insurance 
values, and that it is their right to this 
distribution at the time their policies 
lapse. He said paying policyholders, 
while they have an interest in the sur- 
plus, are not in position to secure such 
distribution, as are lapsed policyholders. 
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Top Penn Mutual Producers Convene at Atlantic City 





recognize the difficulty of accumulating 
money unless they have a definite goal 
and young enough to accumulate an ade- 
quate retirement income without too 
great a present sacrifice. 


Package Selling Featured 


Specific types of package selling were 
featured in the latter part of the Quar- 
ter Million Dollar session Monday morn- 
ing. Participating were E. R. Brock, 
J. E. Rutherford agency, Des Moines: 
G. E. Kirk, K. E. Madden agency, 
Davenport; Mrs. Mildred Poindexter 
Miller, Wayne Clover agency, Kansas 
City; and E. C. Hoelscher, Jr., J. M 
Royer agency, Chicago. 

Mr. Brock, while aisdidien that sales 
to wives, children and unmarried women 
never make a salesman rich, pointed out 
that they are reasonably quick sales and 
they continue to stay on the books if 
they have been properly sold. 

In speaking on the same subject as 
Mr. Brock, Mr. Kirk gave case illustra- 
tions on how an agent should. use fore- 
sight and aggressiveness in selling in- 
surance on wives and children. 

Mrs. Poindexter brought out that 
the father and son partnership contract 
is an insurance arrangement built on two 


lives in conjunction with any one of four 


forms, ordinary life, 20-payment life, 20- 
year endowment and retirement income 
at age 65. This plan is available to a 
son between the ages of 10 to 17 and 
to the father to age 50. The son must 
pass a medical examination; the father 
must furnish satisfactory company health 
certificate. 

Prospects are carefully selected. Usu- 
ally the fathers are in their 40’s and the 
son is a third or fourth child. Such a 
father usually carries a large and ade- 
quate program for his wife’s and family 
needs. His worry is that he will not be 
there to see his youngest son established 
in business. To such a father the amount 
of premium is a small consideration. 


Income Readjustment Selling 


In selling income readjustment, Mr. 
Hoelscher separates his prospects into 
three different groups. The first is of 
young married men of modest incomes 
or men who have mothers or other de- 
pendents to support. 

The method used with this type of 
prospect is to inform him that should 
his earning power cease because of 
death the company would guarantee to 
pay a sufficient sum to his dependents 


which would enable income readjust- 
ment. 
The second are usually men, with 


wives and children, who earn between 
$200 and $500 a month and who own 
from $5,000 to $10,000 of insurance pay- 
able in lump sum. Convertible income 
is recommended. 

In the third, are men earning from 
$6,000 to $50,000 per year, who although 
they probably own considerable amounts 
of life insurance are not aware that most 
of their life insurance will be needed 
to pay inheritance and estate taxes. 

Mr. Hoelscher recommends package 
selling because: it is geared to the times, 
it speeds up interviews and sales, it is 
a lever to give immediate business, and 
it solves many of today’s production 
problems. 


SIMPLIFIED PROGRAMS 


At the outset of the afternoon session, 
“Simplified Programs—a Major Market” 
was discussed by W. F. Lee of the home 
office agency, John Pennington, R. P. 








Banks agency, Cleveland, and F. C. 
White, K. W. Conrey agency, Battle 
Creek. 

Mr. Lee said there are very many 


situations which can be dramatized in 
programming. Among these are income 
protection for the wife’s lifetime, income 
during children’s dependence, provision 
for college education, desire for greater 
retirement income than that which is 














normally provided by government and 
industry, guarantee of a home to the 
family, support for dependent parents, 
protection against loss of business 
through death. 

Mr. Pennington said an effective pro- 
gram should help to make the prospect 
proud of his life insurance estate, make 
him desire to have a bigger and better 
one, make him think well of the agent 
and the work and service he provides, 
and make him willing and glad to tell 
someone else about the agent. 

The requirements of a program are 
that it should be neat and attractive, 
simple and easily understood and should 
contain all necessary information. A 
program furnishes the agent with the 
ideal opportunity to show a man ma- 
terial evidence of what he does for his 
client. It gives a perfect setting for a 
sales interview because the approach is 
from the service standpoint. 


Warns Against Elaborate Surveys 


Mr. White warned against making 
complicated and elaborate programs 
stressing that the primary object of pro- 
gramming is to give the prospect a clear 
understandable picture of his insurance 
estate. The agent should avoid trying 
to tie up a large number of compara- 
tively small policies under settlement op- 
tion or trying to force upon the pros- 
pect some “pet program idea.” 

G. C. Smith of the Osborne Bethea 
agency, New York City, traced the 
growth of the Penn Mutual salary sav- 
ings plan over a period of eight years. 
He said that he had found the salary 
savings plan as the best means of es- 
tablishing himself as “Crawford Smith, 
the life insurance man.’ 

In speaking on “Advanced Underwrit- 
ing, a Collateral Market,’ Lawrence 
Willet of the H. J. Crain agency of 
Atlanta said if agents expect to increase 
substantially their production each year 
they must be willing to pay the price of 
success. They must constantly endeavor 
to render the best possible service and 
constantly improve their knowledge of 
the business and their selling methods. 
This includes a thorough knowledge of 
programming, business insurance, taxa- 
tion and investment insurance. 

T. B. Glading of the home office 
agency outlined the‘advantages the com- 
pany has to offer to life insurance agents, 
stressing the need for hard work if both 
the company and the agents are to be 
successful. 


REGULAR MEETINGS 


At the regular educational conference 
the chairman of the Wednesday session 
was H. E. Wuertenbaecher, E. P. Con- 
nolly agency, St. Louis, the Penn Mu- 
tual’s 1938 leading producer; and the 
chairmen of the other two sessions were 
G. W. Stewart, H. J. Johnson agency, 
Pittsburgh, and F. U. Levy, R. 
Engelsman agency, New York, the 1937 
and 1936 leading producers. 

Mr. Wuertenbaecher’s subject for 
opening the general conference was 
“More Sales Through Better Knowledge 
of Your Market,” and he was followed 
by Wallis Boileau, Jr., second vice-presi- 
dent, representing the home office, and 
Osborne Bethea, New York City, repre- 
senting the general agent. 

Mr. Wuertenbaecher said it was not 
long, when he started selling life insur- 
ance nine years ago, before he found out 
that it took plenty of hard work, all his 
time, and intelligent and systematic 
planning to be successful. 

He emphasized that the agent must 
keep his prospect market large and 
varied enough to keep going for a good 
long time. In addition, he should plan 
his work at least a week in advance. 

F. G. Stull, home office agency, repre- 
senting the underwriter, said that essen- 
tially there are two prospect list sources, 











one created by consciousness of needs, 





the other by other prospects. His per- 
sonal technique gives greatest considera- 
tion to the list created through prospect 
sources. The names are garnered from 
policyholders, social contacts, referred, 
prospect bureau and direct mail leads. 
He tries to maintain a balanced list of 
prospects as follows: Referred 33 per- 
cent, policyholders 30 percent, social con- 
tacts 25 percent, prospect bureau and 
direct mail 12 percent. 

In his opinion the referred lead is the 
cornerstone of the insurance picture. It 
is the easiest to cultivate, takes less phy- 
sical effort and it never becomes satu- 
rated like the policyholders or the social 
prospect sources. 

John A. Stevenson, president Penn 
Mutual, closed the Wednesday session 
speaking on “The Penn Mutual and 
You—Today and Tomorrow.” 








PROSPECTING PLANS 


Mr. Stewart opened the Thursday 
morning session with a discussion of in- 
telligent prospecting. He said: 

“Have a bank of good names. They 
should not be too old, fifty years or less 
is preferable. I have found that the in- 
come of older men is often on the down- 
grade or stationary and that they al- 
ready have bought all the insurance they 
can handle. 

“The prospects should have a_ fair 
income with perhaps a recent promotion. 
They should have dependents. Bach- 
elors, with the exception of young men 
who have been working for only a few 
years, as a rule are careless with money 
and are hard to sell unless they have 
some member of their family dependent 
upon them. 


Prospects Should Be Accessible 


“All prospects should be accessible to 
you. Do they know you or do they 
know a friend of yours so that you can 
obtain a favorable propecting interview 
where your opinions will be respected 
and your questions will be honestly an- 
swered? 

“Send them direct mail. It raises your 
prestige and paves the way for a favor- 
able interview. Obtain a favorable pros- 
pecting interview. Telephone for the 
appointment if the prospect is hard to 
see. You will get some turn downs but 
you will save a great deal of time. What 
you say over the phone should be care- 
fully planned, 

“In developing a name into a prospect 
ask a few questions regarding the pros- 
pect’s present insurance arrangement. 
He will seldom know the answer and 
you will get his attention. Show him 
a sample survey of a well planned in- 
surance estate and impress on him the 
importance of having such a survey. 


Minimum Income Desired 


“Find out what minimum guaranteed 
income he wants at retirement. Find 
out what minimum guaranteed income 
he wants his family to have if he dies. 
Get his policies if he has them handy 
or ask him for the information you need. 
Again he will have difficulty answering 
within any degree Of accuracy. 

“Be sure and ask him his earned in- 
come, his investment income and _ the 
amount of emergency money he carries 
in the bank. Justify your questions by 
pointing out that you dq not want him 
to overbuy. 

“In any event commit him to a definite 
sum which he can set aside now or at 
a definite date in the future. Ask him if 
there is a possibility that he may be 
able > increase it in the near future 
and why. 

“The important thing is to put your 
self in the driver’s seat in planning and 
making the sale and most of all com- 
mit the prospect to a definite plan of 
action.” 

D. F. Flynn, F. M. McMillan agency, 
Los Angeles, H. G. Calvert, Wootton 
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Addison agency, Baltimore, and L. H. 
Stern, E. P. Connolly agency, St. Louis, 
discussed prospecting for a major mar- 
et. 

" Twelve axioms were stressed by Mr. 
Flynn in discussing the retirement in- 
come prospecting. He said: 

“Most men, particularly young men, are 
more interested in what they will receive 
during their lifetimes than in the death 
benefits. ‘ Therefore, avoid the use of the 
term life insurance. Emphasize the sav- 
ings and annuity features instead. Direct 
your selling efforts to better income 
groups and contact your prospects 
through activities peculiar to that group. 
Learn to think of prospecting in terms 
of long pull. Get lists of students, for 
example, when they are in their junior 
or senior years, later following up on 
their graduation and receiving jobs. Be 
sure to work hard and advertise and 
build prestige by associating yourself 
with worth-while groups, clubs, alumni 
societies, church groups, etc. 

Mr. Calvert in speaking on simplified 
programming said that one of the most 
important things an underwriter can do 
for an insured, far more important 
than simply selling a contract, was to 
arrange that contract to “provide” rather 
than just “pay.” 

The latter part of Thursday morning 
was taken up by a forum on prospecting 
for the collateral market. Speakers were 
P. Q. Dargan, H. T. Shockley agency, 
Spartanburg, S. C.; W. T. Colborn, Jr., 
home office agency, and Ratus Kelly, 
J. C. Elliot agency, Newark. 

Mr. Dargan said no better service can 
be rendered than by getting into a 
client’s possession as many valuable 
packages as he can. The changing status 
of policyholders is possibly the best 
source for package sales. Next comes 
new people who have been referred to 
by the policyholders, newspaper items, 
ete. 
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On Thursday evening, a dinner was 
held at which President Stevenson pre- 
sided and presented W. H. Kingsley, 
chairman of the board. W. F. Russell, 
dean of the teachers’ college of Colum- 
bia university, was the main speaker. 

The topic for Friday is “Selling the 
Market.” On the first phase, C. C. 
Cooper, Jr., J. E. Rutherford agency, 
Des Moines, speaks on “Retirement 
Income”; and A. F. Priebe, F. A. 
Schnell agency, Peoria, “Simplified Pro- 
gramming.” “Selling in the Collateral 
Market” is the subject for A. T. Dren- 
nen, L. M. Bargen agency, Birmingham, 
“The Package Sale,” A. H. Schroeder, 
Osborne Bethea agency, New York City. 
“Educational Plans,’ H. W. Bailey, Jr., 
H. J. Johnson agency. . 

A_ feature will be attendance of the 
presidents of the two great national or- 
ganizations of underwriters, the National 
Association of Life Underwriters and the 
National Chapter of Chartered Life Un- 
derwriters, H. J. Johnson and J. H. 
Reese, respectively, both Pennmutualists. 
Each will present the greetings of his 
organization. They will be followed on 
the program by a past president of the 
National association, A. E. Patterson, 
who, as the Penn Mutual’s vice president 
in charge of agencies, will close the 
meeting. 





Blackall Comments 
on Zone System 


Commissioner Blackall of Connecticut, 
in a talk before the Securities Commis- 
sioners Association holding its annual 
meeting at Skytop, Pa., stated that he 
is still open-minded as to the proper plan 
to pursue with regard to examination of 
companies. He said that it is too early 
to determine whether or not the zone 
method is thoroughly sound and adapted 
to the business. Commissioner Blackall 
was asked to speak as to the experience 
of the National Association of Insurance 
Commissioners, thinking that if this 
plan had been successful it might be 
adapted to the examination required by 
the securities division. 

Mr. Blackall cited four main objec- 
tions to the convention plan and said 
that Connecticut is going along with it 
because he felt that the arguments for 
it were as strong as those opposed to 
it. Concerning the statement that one 
of the reasons for convention examina- 
tions was to provide jobs for political 
patronage, Commissioner Blackall said 
that he was not prepared to say that 
the argument has substantial weight. 
The commissioners, he said, have not 
arrived at a definite formula on conven- 
tion examinations, but the association 
has reached a point where a substantial 
majority are prepared to adopt the idea 
of reasonable representation and are 
further prepared to give the method a 
very fair trial. If a proper representa- 
tion, he said, can be ultimately worked 
out, then it will have merit to it. 


E. F. White Holds Night School 


The E. F. White agency of the Con- 
necticut Mutual in Dallas will hold a 
ten weeks night school. Any adult citi- 
zen is eligible to attend. There will be 
no cost. The purpose is to permit any 
person who believes he or she would 
like to make life insurance selling a 
career to learn the fundamental require- 
ments and the opportunities of the busi- 
ness. 

Buck Bailey, assistant general agent 
at Tyler, Tex., will have charge of the 
classes. Prominent life men of Dallas 
and north Texas will be lecturers. 








Start Los Angeles Courses 


The Los Angeles C.L.U. chapter this 
week inaugurated its winter classes on 
office management. Fifteen members 
enrolled and are studying with Dr. F. 
F. Burtchett of the University of Cali- 
fornia at Los Angeles as the instructor. 

The Los Angeles chapter also has 
enrolled 80 who are studying for the 
C.L.U. examinations. 





COAST 


Fight “$30 Every 
Thursday” Proposal 


LOS ANGELES—Insurance went. to 
the bat against the “$30 every Thursday” 
constitutional amendment to be voted on 
Nov. 7. Leading life, fire, casualty, au- 
tomobile and marine men met at the In- 
surance Exchange and formed a perma- 
nent committee to aid in defeating the 
proposed plan. 

J. L. Van Norman of Van Norman & 
Morrison was chosen chairman, with 
Willard Keith, president Insurance So- 
ciety of Southern California, and G. H. 
Page, president Life Insurance Manag- 
ers Association, as vice-chairmen. Chair- 
man Van Norman was authorized to 
name his own executive committee. 

Asa V. Call, vice-president Pacific 
Mutual Life, gave a graphic and concise 
picture of the evils that would follow 
should the measure become a part of the 
fundamental law of the state. 

The measure provides for a 3 percent 
additional tax on gross turnover. While 
insurance companies now pay 2.6 per- 
cent tax to the state, under the proposed 
plan they would pay 5.6 percent. Mr. 
Call said the -increased taxation would 
add a burden of more than $1,000,000 ad- 
ditional on his company and that this 
would be increased further because of 
the retaliatory laws of many states. 

The committee of which Mr. Van Nor- 
man is head will have charge of the fight 
in the 10 southern California counties, 
and it is planned to have all field men 
devote considerable time to impressing 
on agents and brokers the necessity of 
combatting the measure. 


ACTIVE IN SAN FRANCISCO 


SAN FRANCISCO — If the “$30 
every Thursday” scheme is adopted at 
the Nov. 7 general election it will not 
be because of lack of opposition on the 
part of the insurance fraternity. This 
week more than 50,000 agents, brokers, 
solicitors, company executives and em- 
ployes of all these offices started an in- 
tensive campaign against the measure. 

The San Francisco Life Underwriters 
Association brought more than 1,500 
agents and company employes to a gen- 
eral mass meeting where A. S. Holman, 
Travelers, chairman of the legislative 
committee; H. K. Cassidy, Pacific Mu- 
tual Life, ‘president, and other authori- 
ties stimulated the group to intensive 
activity. 








New Colorado Appointees 


DENVER — Governor Carr has ap- 


pointed L. W. Messinger, once actuary 
for Bankers Life, as actuary of the Colo- 
rado insurance department. The gov- 
ernor also appointed two new exam- 
iners, W. C. Blair and Walker Edwards. 
Mr. Blair was a deputy in the insurance 
department 30 years ago. Mr. Edwards 
is a son of J. Stanley Edwards, Denver 
general agent Aetna Life. 





Weinstock Administrative Assistant 


SAN FRANCISCO—S. L. Wein- 
stock, former senior deputy in the Legis- 
lative counsel bureau, has been ap- 
pointed administrative assistant in the 
San Francisco office of the insurance de- 
partment. He succeeds D. R. Luckham, 
who has been transferred to the Los An- 
geles office. 





New England Agencies in Contest 


Six general agencies of the North- 
western Mutual Life, participating in 
the annual New England Crusade sales 
contest, were represented at the confer- 
ence and outing at Sebasco Lodge on 
Sebasco Bay near Bath, Me. P. H. 
Evans, vice-president and actuary, and 
U. H. Poindexter, assistant director of 
agencies, represented the home office. 
The three leading general agencies in 








the contest were Nelson Phelps, Bos- 
ton; Glen Dorr, Hartford, and Brady 
Buckley, Springfield, Mass. Others 
participating were A. L. & W. B. Cush- 
man, Portland, Me. E. T. Lothgren, 
Providence, R. I., and V. D. Griffin, 
Manchester, N. H. 





Byrd, Parker in Field Shift 


Luther Byrd, agency director, Cleve- 
land branch of the New York Life, 
has been promoted to agency director 
of the New Orleans branch. Don Par- 
ker, agency director Nebraska branch, 
was appointed supervisor in charge not 
only of the Cleveland branch but also 
the Euclid and Akron branches. The 
changes are effective Jan. 1. 





Schaeffer Cincinnati Speaker 


Earl Schaeffer, general agent Fidelity 
Mutual, Harrisburg, Pa., will speak on 
“Personal Money Management” before 
the Cincinnati Associated Life General 
Agents & Managers Sept. 22 at Hotel 
Netherland Plaza. He is the first in a 
series on “Making a Financial Success of 
a Life Agency,” which has been ar- 
ranged for by the organization’s pro- 
gram committee. - 





Bill Much Talent for Toronto 


TORONTO—Speakers for the On- 
tario Life Underwriters convention Oct. 
21 include: H. A. H. Baker, superinten- 
dent of agencies Great- West Life; R. B. 
Hull, managing director National Asso- 
ciation of Life Underwriters; J. M. 
Gantz, Pacific Mutual, Cincinnati; 
Ward Phelps, Research Bureau; Paul 
Speicher, Research & Review; Isaac 
Kibrick, New York Life, Boston; G. C. 
Cumming, general manager Monarch 
Life of Winnipeg; H. J. Johnson, presi- 
dent National Association of Life Un- 
derwriters. 
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Briggs Named Head 
of Underwriters 
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The problem of underwriting now is 
largely one of putting the individual 
risk in the proper classification; the 
problem of the agent still consists of 
talking to individuals and getting them 
to buy, Mr. Higdon explained. The 
home office underwriter should know 
how to handle the agent’s business so as 
to get the maximum benefit from the 
special qualifications he has to sell the 
business. ‘ 


Producer Field Assistant 


“The agent is your field assistant in 
underwriting,” Mr. Higdon said. “The 
home office underwriter should be per- 
sonally acquainted with the agent wher- 
ever possible; he should know some- 
thing about the agent’s family, his ob- 
jectives, the territory in which he works. 

“Be prompt in handling applications— 
the agent may not do any more work 
until he hears about this one. Study 
requests for additional information care- 
fully, and don’t make them too long. 
Make up your mind; don’t ask for a 
blood pressure, and then, still uneasy, 
ask for more information. Write cour- 
teous letters, explain rather than criti- 
cise. 

“We make a special point in our com- 
pany to avoid words that antagonize the 
agent. We never ‘reject’ an applica- 
tion; we ‘decline’ it. We don’t issue 
‘substandard’ policies. No one wants to 
be substandard. We issue a ‘special 
class’ policy, the name implying that the 
home office has done something special 
in this instance. When an unfavorable 
action is taken, the underwriter places 
the blame on the ‘underwriting commit- 
tee,’ where, in fact, it belongs; he doesn’t 
assume the blame as an individual. 

“Giving reasons for an unfavorable 
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action is advisable, we think, because it 
has a good effect on the agent in the 
particular instance, and because, also, 
it is a step in the education of the agent 
with respect to good underwriting.” 

Mr. Higdon suggested that it is nor- 
mal for an agent to ask for special con- 
sideration. It is wise to guard against 
making exceptions to underwriting rules 
because it may lead to a situation in 
which one agent feels that another, 
larger producer is getting special favors. 
If there is a soft spot in the underwrit- 
ing department, the agents will find 
and build a pipe line to it. He cited the 
instance of one manager who sent in an 
application which was in direct contra- 
vention to an underwriting rule that had 
just been published. He was asked if 
he ever read the company bulletins, and 
said that he did, but he wanted to see 
if the company meant it. 


Warning on Specialization 


Counteracting the tendencies of in- 
tensive specializing in the home office 
underwriter’s job was the subject of a 
talk by F. L. Rowland, executive sec- 
retary Life Office Management Associa- 
tion, New York, on “Collateral Respon- 
sibilities and Opportunities of the Lay 
Underwriter.” He suggested it was up 
to the underwriter to see the company 
as a whole job. He pointed to the work 
of the L. O. M. A. in this respect; its 
studies of cost control, savings in oper- 
ating costs, better public relations, etc. 

New business contributes $8 per 
$1,000 to surplus over the period in 
which it is in force. Hence, operating 
saviiigs of $8, which similarly affects 
surplus, would be equivalent to placing 
$1,000 new business on the books each 
year the savings are realized. A sav- 
ing of $10,000 a year would be equal to 
$1,250,000 new business. Mr. Rowland 
pointed out that such studies as are 
being carried on by the institute and 
the L. O. M. A. have resulted in defi- 
nite, substantial cost savings. 


Take Up Juvenile Risks 


Juvenile risks have been profitable 
to the companies underwriting them, 
it was shown in discussion which fol- 
lowed the talk on that subject by R. J. 
Burke, assistant secretary North Amer- 
ican Reassurance. He said the educa- 
tional endowment form, maturing from 
16 to 20 years of age, probably has been 
the most profitable. Experience has not 
been very favorable where the guardian 
buys the insurance; it has been best 
where the father has taken it out. 

Mr. Burke recommended careful ex- 
clusion of industrial grade risks from 
the field. Some companies require the 
parent to carry twice to five times the 
amount that is applied for on the child. 
If other children in the family are not 
insured, this factor should be carefully 
investigated. Trustworthiness of the 
agent is the key to good juvenile insur- 
ance. 


Children Prove Profitable 


Wisely, companies have established 
low maximum limits on juvenile, said 
W. K. Fritz, Lamar Life. The fact that 
no real need for the coverage exists in 
most cases should be a constant re- 
minder to the underwriter to be careful. 
His company’s experience has been 
good, with no death claim due to chil- 
dren’s diseases, he said. 

R. T. Sexton, Connecticut General, 
suggested the “preferred policy” should 
be confined to a company’s own agents, 
and should not be brokered, as it is a 
“leader” designed to help agents sell. 

Because interest earnings are low and 
profits hard to get, it is more essential 
than ever to have a good examiner staff, 
D. B. Semans recommended in a talk 
on “Medical Examiner Systems.” He 
is underwriter and assistant secretary 
Lincoln National Life. He recom- 
mended the chief and alternate plan for 
medical examiners. 





Push accident insurance on Hoodoo 
Day, Friday, Oct. 13. Send 10 cents for 
Plans to A&H Review, 175 W. Jackson 
Blvd., Chicago. 





Canadian Action 
on War Clause 
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modifies the policy provisions. It pro- 
vides that if death occurs while the as- 
sured is engaged in naval, military or 
air force service outside of Canada the 
death benefit will be limited to the re- 
turn of premiums with compound inter- 
est of 3 percent per annum, plus any 
cash dividends. If desired, the life com- 
panies will quote an extra premium to 
cover war risks. Again, if a civilian 
policyholder travels beyond the stated 
boundaries of Canada, Newfoundland 
and the continental United States .of 
America, the above restrictions will op- 
erate, but notice may be given prior to 
departure and an extra premium will be 
quoted covering the particular contin- 
gency. 

Average Policyholder Unaffected 


The average policyholder is quite un- 
affected by war time conditions and the 
operations of U. S. and Canadian com- 
panies will not make a great departure 
from normal. None of the life com- 
panies concerned has any business in 
continental Europe and they are there- 
fore not exposed to any risks in that 
area. The biggest field of Canadian com- 
panies has always been the United States 
and the actual deposits made by such 
companies within the United States are 
in excess of the legal requirements of 
the various insurance departments. The 
United States is also the favored field 
for investments of the Canadian com- 
panies which are holders of a large vol- 
ume of U. S. securities in addition to 
the deposits referred to above. 





Attitude of Northern 
of Canada Is Set Forth 





G. W. Geddes, general manager of 
Northern Life of Canada, in a message 
to the field on the war clause situation, 
states that the endorsement may be 
changed in a few weeks, but it is likely 
that the change, if made, will be unani- 
mous and a strong effort will be made 
to avoid any competition in war clauses 
or any war benefits. The war clause 
will likely provide that the full face of 
the policy will be paid in the event of 
death of any policyholder in Canada 
whether a civilian or in active servi¢e 
in the military or naval forces of 
Canada. Aviation risks will not be cov- 
ered at all except airplane passengers 
on established air routes flying from air- 
port to airport on scheduled flights un- 
der the conduct of established compa- 
nies. When a soldier leaves Canada or 
a sailor leaves the territorial waters of 
Canada (goes beyond the three mile 
limit) and dies from any cause, the war 
clause will provide that the premiums 
will be returned with 3 percent interest. 
If a civilian leaves Canada for Europe 
the war clause will provide for the re- 
turn of the premiums with 3 percent 
interest only, in case of death arising 
directly or indirectly from war. 

The war clause applies in the case of 
a soldier only to death from any cause, 
while in the case of a civilian it is a 
death directly or indirectly caused from 
the war. Mr. Geddes said it is impos- 
sible to distinguish in the case of a 
soldier whether the death would or 
would not be caused directly or in- 
directly by the war. 

It is almost impossible to estimate 
what the premium should be to give 
full protection. Mr. Geddes said he 
understands that the English life com- 
panies are unable to make any estimates 
but have suggested that as much as 
$200 per thousand should be charged. 

Mr. Geddes states that he prefers 
that Northern Life do not interest it- 
self in this extra hazard class of busi- 
ness but where a client is insistent, the 








matter may be referred to the home of. 
fice for consideration. 

Northern Life does not intend to 
place any restrictions such as war 
clauses in Michigan. Mr. Geddes pre- 
dicts that there will be comparatively 
few of the Canadian prospects who will 
be affected by the war clause. It ap. 
pears that there will be less unemploy- 
ment troubles and higher wages and 
farm incomes seem in the offing. 





WATCH BRITISH COMPANIES 


TORONTO — Canadian insurance 
executives are watching with keen inter- 
est steps being taken by insurance 


companies in Great Britain during the 
5 


current war period. 

J. K. MacDonald, assistant general 
manager Confederation Life, gives an 
indication of what the English life 
companies plan to do during the war, 
Ordinary life policies now in existence 
must be continued on the lives of the 
combatants. If individual soldiers or 
sailors desire to take short term poli- 
cies for the duration of their service, 
they must pay an annual premium of 
$100 for every $1,000 coverage, in addi- 
tion to the regular premium. 

An authority here states that a war 
risk rate has been in effect for some 
time in connection with newly issued 
policies in England. The inclusion of 
a military and naval service clause in 
newly issued policies will mean that the 
contracts would be void if a claim was 
made as a result of assured having been 
killed on such service. 

Government action overseas for ex- 
tended indemnity or along the line of 
declaring a moratorium on premium 
payments is considered one possibility. 
Provision already exists in Great Brit- 
ain whereby the assured is for a period 
of active service excused from the pay- 
ment of premiums as they become due, 
but is still obligated to pay them at the 
maturity of the policy. In other words, 
the payment of the premiums is de- 
ferred for a period of active service and 
for an additional period of grace there- 
after. This action was necessary by 
the imposition of the national service 
obligation in Great Britain where mil- 
lions within certain age limits became 
subject to compulsory military service 
for an initial period of six months. The 
period of grace was a further six 
months, and in addition there was the 
statutory period of six months’ grace, 
making a minimum exemption period 
of 18 months. 

Special legislation affecting life in- 
surance contracts in England will of 
necessity be delayed until the exact re- 
quirements of the situation are more 
obvious. In the meantime, it is prob- 
able that immediate cases can be satis- 
factorily handled under the _ blanket 
powers which it is probable will be 
enacted and proclaimed as part of the 
first business of the British parliament. 


SEES NO DETERRENT TO SALES 


Great-West Life reports that business 
has been excellent during the opening 
days of September and the war clause 
that has been adopted, the management 
believes, should prove no deterrent to 
the sale of new business. Those called 
to active service will need added pro- 
tection to cover the increased hazard 
while in training or actual service be- 
fore being called overseas, Great-West 
observes. In addition the purchase of 
insurance now will act as a_ hedge 
against the possibility of uninsurability 
on return. 

The war risk clause restricts the 
death benefit only if death occurs out- 
side Canada and the Continental United 
States, or while flying for military oF 
naval purposes or while in any aviation 
training, whether within or beyond the 
boundaries of Canada. Full coverage on 
limited amounts of insurance under ceér- 
tain conditions can be secured on_ the 
payment of a required extra premium. 
The extra premium will be nominated 
by the company from time to time. The 
war clause wili not affect those who do 
not engage in active service so long aS 
they remain on this continent. 
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Rozmarek Is Elected 


-Head of Alliance 


Charles I, Rozmarek, former deputy 
attorney-general of Pennsylvania, was 
elected president of Polish National Alli- 
ance at the convention held in Detroit 
last week. He succeeds John Romasz- 
kiewicz. F. X. Swietlik of Milwaukee 
was reelected censor. Mr. Rozmarek 
and his wife plan to move soon from 
their home in Wilkes-Barre, Pa., to Chi- 
cago where the head office is located. 

Others elected are: Maxymilian Po- 
wicki, vice-censor; Peter Kowlowski, 
vice-president; Albin Szczerbowski, sec- 
retary, reelected; Mrs. Maria L. Czyz, 
woman’s vice-president; Michael Toma- 
szkiewicz, treasurer, and Dr. Anthony 
Sampolinski, medical director. Dr. F. 
Dulak has been the medical director and 
J. T. Spiker, treasurer. L. Koscinzki, 
attorney; R. D. Taylor, actuary and J. C. 
Bonars, auditor, retain their appointive 
posts. 


Large Relief Fund Given 


The convention was held at the height 
of Poland’s desperate fight against Ger- 
many and naturally there was consider- 
able discussion as to how the alliance 
and its members might be of assistance. 
There was appropriated $100,000 to aid 
the Polish Red Cross. In addition the 
600 odd delegates attending voluntarily 
appropriated one day’s per diem each, or 


$4,800, and it was suggested that mem- 
bers volunteer to assess themselves 5 
cents per month, or a total of about 
$10,000 monthly if all should do so, to 
form a continuing fund of assistance to 
Poland until the war should end. 

Most of the insurance matters taken 
up were internal, there being an effort 
of some delegates to have the minimum 
limit of $250 insurance restored instead 
of the existing $500 limit. This move, 
however, was defeated upon a showing 
by Auditor Bronars of a number of 
strong reasons why the present limit 
should be retained. 

Reports of officers showed the so- 
ciety in sound financial condition and 
economically operated. The next quad- 
rennial session will be held at Boston in 
1943, 


Constitution Day Observed 
by A. O. U. W. of N. D. Lodges 


Subordinate lodges of the A.O.U.W. 
of North Dakota celebrated “Constitu- 
tion Day” Sept. 17 by a proclamation of 
Bradley C. Marks, head of the society. 
This was in compliance with a resolution 
adopted at the grand lodge convention 
in June, making mandatory such observ- 
ance by lodges. The resolution directed 
the meetings to be open to the public 
and that citizens of communities where 
lodges are located be invited to join in 
the exercises. 

“By contrast with other governments 
and the lot of other peoples,” Mr. Marks 
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stated in his proclamation, “we realize 
more than ever before the great value 
and guarantee of our form of govern- 
ment, the foundation of which is the 
constitution of the United States.” 

Mr. Marks said officers and members 
of lodges welcomed the opportunity to 
take part in this phase of Americaniza- 
tion work and there were found many 
capable men and women in every com- 
munity eager to take part. 





Maccabees Appoint Four 
State Managers 


Four state managers of Maccabees 
were appointed, filling vacancies in the 
District of Columbia, Kansas, New Jer- 
sey and the jurisdiction of Colorado- 
Wyoming. Succeeding T. Kelly, 
District of Columbia manager who died 
last month after many years’ service 
with Maccabees, is W. O. Hayes, Bal- 
timore, state manager of Maryland and 
Delaware, who adds the District of 
Columbia to his territory. 

C. H. Kettenhofen, New Haven, 
Conn., replaces George W. Bauman, 
former New Jersey manager, who retired 
after 26 years’ continuous service in 
charge of field work in New Jersey. Mr. 
Kettenhofen continues as state manager 
of Connecticut and Rhode Island. 

Guy Collard and his son Sneed, state 
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managers of Missouri and Nebraska, 
take charge of Kansas as well, Fred R. 
Michael, former manager, retired be- 
cause of the condition of his health. 

The jurisdiction of Colorado-Wyom- 
ing, formerly headed by the Collard 
partnership, will be supervised by John 
Berenbeim, Denver. 





Ben Hur Life Congresses in 
Two Territories Gather 


The California, Ohio and West Vir- 
ginia congresses of Ben Hur Life held 
their annual gatherings, the California 
sessions being in Los Angeles and Ohio- 
West Virginia congresses for three days 
at Cleveland. J. C. Snyder, Ben Hur 
president, addressed the Cleveland meet- 
ing. E. M. Mason, secretary, gave the 
€. MM. 
Thompson, state manager of northeast- 
ern Ohio, extended the welcome, as did 
E. I. Nikodym, vice-president Ohio Fra- 
ternal Congress. The J. C. Snyder drill 
team was presented. In Los Angeles, 
W. S. Hoster, state chief, presided. 


Pursue L. O. M. A. Studies 


Courses of study for examinations for 
the Life Office Management Institute 
are being offered to employes of the Aid 
Association for Lutherans jointly by 
that association and the Appleton voca- 
tional school. Three members of the 
organization have certificates from the 
institute, and it is expected that about 
five will qualify in the,next examina- 
tion. 








Praetorians Executive Dies 


J. P. Hanks, 56, agency supervisor 
and a. director the Praetorians, Dallas, 
Tex., died of a heart attack in Coral 
Gables, Fla. He formerly was execu- 
tive vice-president. 


RECORDS 
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Connecticut Mutual— Insurance in 
force for the first eight months gained 
$20,915,568, as compared with a gain of 
$16,772,891 during the corresponding pe- 
riod of 1938. The total insurance in 
force now stands at $1,034,005,527. Total 
net terminations to date this year have 
decreased $532,766. Although paid-for 
life insurance for August was $6,716,157, 
compared with $7,722,073 last August, 
the company has an increase of 6.1 per- 
cent for the year. New paid-for life 
insurance sales for the first eight 
months amount to $62,611,982, as com- 
pared with $59,002,071 last year. 

Great Northwest Life, Spokane, Wash. 
—Assets have passed the $1,000,000 
mark. On Sept. 1, the amount was 
$1,080,000 compared with $148,467 when 
the company was founded in 1926. This 
means a gain of 9 percent over the assets 
at the end of last year. The business 
written in Washington and Idaho in- 
creased .73 percent during the first eight 
months. The amount paid to policy- 
holders was increased 49 percent. 

Equitable Life of Iowa—Paid busi- 
ness in August totalled $3,156,485, 
which was 15.5 percent under the same 
month in 1938. The cumuiative loss 
for the first eight months is $111,888 cr 
.4 percent. Iowa led all states for the 
sixth consecutive month with $499,508. 
Ohio was second with $334,319 and 
Pennsylvania third with $332,564. 





General Agent Charles E. Cleeton of 
the Occidental Life has been doing duty 
in the U. S. Courts in Los Angeles as 
a grand juror. 
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Move For Uniform War Action in U. S. 


(CONTINUED FROM PAGE 1) 





outside of the dominion of Canada or 
of the United States or within six 
months after such service terminates, or 
(b) results directly or indirectly from 
service or travel or flight in any aircraft 
operated for aviation training, naval or 
military purposes in any area, or (c) 
results directly or indirectly from war 
while the insured is traveling or resid- 
ing outside of Canada and the United 
States while not serving with any naval 
or military or air force. 

“The clause provides that the disabil- 
ity provisions of the policy are sus- 
pended during such activities, and to 
prevent misconstruction, the benefit in 
event of death by accident will not be 
issued. 

“Where the total ordinary insurance 
in force in the Prudential on residents 
in Canada does not exceed $5,000, the 
clause provides that, except for avia- 
tion, the insured may obtain full cover- 
age up to that amount through the pay- 
ment of an extra premium commencing 
at the time of departure from Canada. 
The scale of these extra premiums has 
not yet been determined. Aviation is 
not covered. Term insurance policies 
will not be issued in Canada. 

“Similar provisions will apply to all 
intermediate monthly premium policies. 
These policies will continue to contain 
the benefit in the event of death by acci- 
dental means under the conditions 
stated in the policy, but these condi- 
tions exclude all war and _ aviation 
hazards. 

“Weekly premium industrial policies 
issued in Canada to males at ages 16 to 
49, inclusive, will contain a restriction 
which limits the liability in case of 
death under the circumstances described 
in paragraphs (a) and (b) above to 
one-fifth of the face amount of the pol- 
icy and suspends the benefit in event of 
loss of eyesight or limbs. No restric- 
tions will be imposed because of resi- 
dence or travel. The policies will con- 
tinue to contain the benefit in the event 
of death by accidental means under the 
conditions stated in the policy, but 
these conditions exclude all war and 
aviation hazards.” 


Quick Action Justified 


In commenting on the applicants in 
the United States, Mr. Howell said that 
development of events has compelled 
quick action in emergencies, and “we 
may be obliged to impose restrictions 
in underwriting rules without giving 
preliminary advice. We are relying on 
you to see that at the time the appli- 
cation is taken no promises are made 
covering war hazards which may prove 
embarrassing to you or the company.” 
Mr. Howell’s statement in regard to ap- 
plicants in the United States follows: 

“The company recognizes that cer- 
tain classes of risks in the United 
States may enter military service 
abroad, especially if they are nationals 
of other countries, or may volunteer for | 
medical or relief service which will ex- 
pose them to nebre than the normal haz- 
ard. In order that we may be in a posi- 
tion to issue insurance to such risks, 
steps are being taken so that we may 
issue policies with some protective 
clauses which will follow those out- 
lined above for use in Canada as far as 
possible. In the meantime, it will fa- 
cilitate handling cases of this character 
if the application is accompanied by 
complete information regarding the 
citizenship and intentions of the appli- 
cant. It will also be evident that those 
connected with the armed forces of the 
United States, or in any way with 
aviation, may become subject to an in- 
creased hazard.” 

Two war exclusion clauses have been 
issued by the Equitable Society to be 
inserted in policies issued to foreign 
born men and women and to travelers 
to foreign countries. The foreign born 





endorsement reads: 


“Death under any of the following 
circumstances is a risk not assumed by 
the society under this policy: (a) death 
of the insured within five years from the 
date of issue of this policy from any 
cause while in the service, outside the 
continental United States, of any mili- 
tary, naval or air force other than of the 
United States, (b) death of the insured 
within two years from the date of issue 
of this policy as a result, directly or 
indirectly, of war, while the insured is 
outside the continental United States 
and is not in the service of any military, 
naval or air force. 

“In such an event the society’s lia- 
bility shall be limited to the payment. 
to the person entitled to receive the first 
payment on account of the proceeds of 
this policy of a single sum equal to the 
premiums actually paid under this policy 
increased by the cash value of any divi- 
dend additions and by the amount of 
any dividend accumulations and de- 
creased by any indebtedness (including 
interest due or accrued) to the society 
against this policy.” 

The Equitable’s travelers’ 
ment follows: 

“Death of the insured within two 
years from the date of issue of this 
policy as a result, directly or indirectly, 
of war ‘while the insured is outside the 
continental United States, is a risk not 
assumed under this policy. In such 
an event the society’s liability shall be 
limited to the payment to the person 
entitled to receive the first payment on 
account of the proceeds of this policy 
of a single sum equal to the premiums 
actually paid under this policy.” 


Action by Mutual Life 


The Mutual Life of New York has 
issued the following regulations and 
endorsement: 

“New insurance: In general, citizens 
of countries other than the United 
States, even though they have received 
first papers, will, if applications are 
accepted, receive policies providing only 
for return of premiums in case of 
death (1) within two years as a result 
of war or insurrection, or (2) within 
five years as a result of military or 
naval service in time of war—both out- 
side of the United States. 

“In the case of new policies issued 
to citizens of the United States travel- 
ing, or likely to travel abroad, a similar 
restrictive clause will be used. 

“Not insurable: In case of non-citi- 
zens going abroad or citizens likely for 
any reason to enter military or naval 
service, or to be exposed as a civilian 
to the hazards of warfare, insurance 
cannot be issued. 

“Restorations: In the case of appli- 
cations for restoration of lapsed poli- 
cies, restrictions similar to those appli- 
cable to new insurance will in general 
apply. 

“The endorsement clause (No. 39-564) 
which will be put in use immediately 
on such new policies, is as follows: 

“Death as a Result of War or Insur- 
rection. 

“If, within two years after the date 
of issue of this policy, the insured shall 
die as a result, directly or indirectly, 
of a state of war or insurrection out- 
side the continental limits of the United 
States of America, or if, within five 
years after the date of issue of this 
policy, the insured shall die as a result, 
directly or indirectly, of engaging out- 
side of the continental limits of the 
United States of America in military or 
naval service in time of war, then in 


endorse- 


‘either such case the amount payable 


shall be limited to a single sum equal 
to the.premiums paid hereon less the 
sum of any indebtedness to the com- 
pany hereon and any dividends which 
have been paid in cash, applied toward 
payment of any premium, or with- 
drawn. 

“The provision in the clause in this 
policy entitled ‘Incontestability’ that 





the policy shall be incontestable after 
two years from its date of issue shall 
not apply to this provision excluding 
the risk of death as a result of mili- 
tary or naval service.” .- 

The Equitable Life of Iowa is calling 
for inspections on all single male ap- 
plicants age 35 or under. Recognizing 
that many physicians and nurses will 
volunteer for service overseas, even 
though the U. S. remains neutral, the 
Equitable will consider only those for 
whom no possibility of foreign service 
exists. A travel restriction has been 
imposed, denying to new policyholders 
the privilege of going to Europe on 
business or pleasure. This company will 
consider no males under 41 who are 
residents of this country but are citizens 
of European countries, unless they have 
taken out their first citizenship papers 
here and appear permanently established 
in the U. S. 

Occidental Life of California has put 
in effect a war rating of $75 per $1,000 
in Canada. 

Canadians of draft age are reported to 
be buying large amounts of life insur- 
ance at a great rate. 


Berkshire Life Acts 


Berkshire Life notified its field men a 
war clause soon would be issued exclud- 
ing the hazard on aliens, and that also 
all applicants might be required to give 
a warranty as to their travel intentions. 
As appears to be common practice, this 
company will issue on those in America 
who have not received their final natur- 
alization papers, but reserves the right 
to charge an extra premium. Provision 
will be made to return the extra pre- 
mium if the policy becomes a claim due 
to the incidence of war, it was reported. 

Massachusetts Mutual Life also was 
reported to have a war clause in pro- 
cess of drafting. 


Continental American Clause 


Continental American Life has an- 
nounced a clause, which states that the 
policy is “free of restrictions as to serv- 
ice in the military or naval forces” of 
the United States or any state thereof, 
except as may be contained in any pro- 
vision for disability or waiver of pre- 
mium or for double indemnity that may 
be attached to the policy, and then con- 
tinues: “If in time of war, whether de- 
clared or undeclared, or in time of war- 
like hostilities, within five years from 
the date of this policy, the insured shall 
serve or be associated with any military, 
naval or air force or any branch thereof 
or any hospital, ambulance or relief or- 
ganization of any government other than 
that of the United States of America or, 
a state thereof, then during the period 
of such service or association the in- 
surance under this poicy shall be a sin- 
gle sum equal to the premiums on this 
policy which shall have been paid to and 
received by the company, and no more.” 

New York Life, while making no an- 
nouncement concerning war risk clauses, 
has issued policies containing such 
clauses within the last few weeks where 
there appeared to be a definite possibil- 
ity of a war hazard. 


Aetna Life Policy 

Aetna Life is refusing to write non- 
citizens, even though they may have 
taken out their first papers. No infor- 
mation was available as to a war clause 
exclusion, although it is believed that 
there will shortly be a decision. 

Since Superintndent Lloyd of Ohio 
has called a meeting of the commission- 
ers’ life insurance committee for Oct. 
2 in Chicago to discuss a uniform war 
clause, and has invited participation by 
the Life Presidents Association and 
American Life Convention, it is believed 
likely that most companies will hold off 
making announcements until after the 
conference has developed the various 
views. 


APPLICATIONS IN IOWA 

DES MOINES Commissioner 
Fischer of Towa has received a number 
of applications for war clauses in life 
policies but indicated the department 


POLICIES 


, Convertible Life Expectancy 
Term Form Is Issued 


Manhattan Life has brought out the“ 
“ideal protection” policy, a convertible 
term form covering for the productive 
period of life, with premiums remaining 
level throughout the lifetime. It may be 
converted without examination prior to 
age 60 to any recular form, such as ordi- 
nary, limited pay, endowment, etc. Re- 
serve value on the old policy is credited 
towards the premium on the new one. 
For a small additional cost, waiver of 
premium or double indemnity will be 
added before age 60. 

This contract is issued ages 15-60, 
minimum being $3,000 and maximum 








$50,000. Illustrative premium rates are: 
Age Age Age 
15 $10.84 31 $15.57 46 - $28.70 
«1208; 2 16.44 47.... 29.85 
Wisc LED “33 16.95 48 31.07 
18 « S358 34 17.51 49 33.23 
19 11.55 35 18.08 50 34.58 
20 11.75 36 18.72 51 35.98 
21 12.18 37 19.38 52 37.42 
22 12.39 38 20.08 53 40.07 
23 12.62 39 S137 GA 41.78 
24 12.87 40 22.18 55 43.58 
25 13.14 41 23.02 56 45.47 
26 13.71 42 23.91 57 48.77 
27 14.03 43 24.85 58 50.92 
e.g PAS Uae 26.53 59 53.20 
29 - 14.73 45 27.59 60 57.12 
30 . 10.54 





Issues Form to Overcome 
Inertia of $1,000 Level 


Fidelity Mutual Life released at the 
Atlantic City convention of its Leaders’ 
Club a new and attractive “package 
sale” designed to raise the sights of 
both prospects and agents above the 
$1,000 level. 

The 3-3-3 plan, so called because it 
provides a lump sum of $300 and $30 
a month for three years, is written on 
installment forms, ordinary life and 20 
pay basis, with the provisions on the 
face of the policy. The total benefits 
are $1,380—commuted value $1,340. 

The 3-3-3 plan will not be issued with 
accidental death benefits and disability 
may be added only on two or more 
units. A simple, easily understood 
folder with rates, brings the new plan 
forcefully to the attention of prospects 
and lends itself readily to stepping up 
the average policy size for all agents 
who find business in the $1,000 bracket. 





Oregon Mutual Revises Its 
Immediate Annuity Rates 


Oregon Mutual Life adopted a new 
schedule of immediate annuity rates, 
calculated on factors employed in the 
new standard annuity table but on a 
participating basis. The gross pre- 
miums thus are somewhat higher than 
the new standard rates. For males the 
new rates are from 8 percent to 11 
percent higher than the old but the in- 
crease in female rates is greater due to 
the use of a five year age difference 
under the new plan while the old took 
women as only four years younger. 

The annual premium retirement an- 
nuity was revised to agree with the in- 
come basis used for immediate annul- 
ties. Single premium retirement an- 
nuities no longer will be written and 
no discount on annual premiums paid 
in advance will be allowed. 








Fischer said he considered them prema- 
ture at this time. Any war clauses in 
policies of Iowa companies have to be 
approved by the insurance department. 


MANY INQUIRIES IN ARKANSAS 


LITTLE ROCK, ARK.—Commis- 
sioner Harrison of Arkansas states that 
some 35 life companies have made 1n- 
quiries indicating they intend to adopt 
some form of war risk clause. 





would be slow to approve them. Mr. 
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Sales Ideas and Suggestions 











Fifteen Social Security 
Sales Opportunities Cited 





Fifteen sales opportunities created by 
the revised social security act were 
pointed out by Roland D. Hinkle, assist- 
ant manager of the Equitable Society’s 
Reno agency in Chicago, in a talk given 
before several organizations including the 
Chicago Life Supervisors Club and the 
Waukegan Association of Life Under- 
writers. 

“When the original social security act 
was approaching the effective date in 
1937, some insurance men looked upon it 
as competition instituted by the govern- 
ment. Production figures during the past 
two and one-half years clearly indicate 
that it gave the public a new concep- 
tion of the necessity for old age income,” 
Mr. Hinkle said. 

“There will of necessity be a change 
in the philosophy of the agent. A ma- 
jority of agents have thought of insur- 
ance to provide a cash lump sum and an 
income for a few years and possibly an 
income at retirement. The new phi- 
losophy must be to help the public com- 
plete their entire program, through the 
benefits derived from social security and 
the- additional benefits derived through 
the skillful distribution of present and 
new- insurance. The revised social se- 
curity act makes it possible for Mr. 
Average Man to own a complete protec- 
tion program for himself and his family. 

“We are not going to do much busi- 
ness, with the people earning $1,500 or 
less. As a matter of fact, that is our 
experience today, for those people are 
in position to own but a very small 
amount of insurance. However, the 
field is not entirely closed so far as 
these people are concerned. 


Sales Opportunities Outlined 


“What are the sales’ opportunities as 
a result of the new act? 

“1. Inadequate provision is made in the 
act for clean-up fund and readjustment 
income for one or two years after the 
death of the breadwinner. Life insurance 
will still be necessary for these most im- 
portant needs. 

“2. Let us consider the group of pros- 
pects ranging in income from $1,500 to 
$2,500, and use as our example, Richard 
Roe who is 35 years of age, whose wife 
1s 33, and who has children 4 and 8 years 
of age. He earns $2,100 a year. By 
owning $10,000 of insurance, this man 
may provide an adequate program for his 
family, consisting of $1,400 for cash 
clean-up and $125 a month for the first 
year and then $75 for the next 13 years 
or until his youngest child attains the 
age of 18; then an income to Mrs. Roe 
for life of $35. He might even be in- 
duced to add a little more to the pro- 
gram and have college educational funds 
for each child. In this case, the insur- 
ance protection is superimposed on the 
social security benefits through proper 
use of the optional modes of settlement. 


Will Permit Complete Programs 


“3. In the incomes over. $2,500 to 
somewhere around $5,000, the new social 
security benefits will permit complete 
Programs. For example, let us consider 
John Doe,.age 45, wife 44, and a daughter 
13 years of age. He earns $3,600 a year. 
PY Owning $29,000 of insurance, super- 
Imposed on his social security benefits, 

€ may provide his family with the fol- 
lowing benefits: cash clean-up $2,000, 
readjustment income first year $200 a 
month, income second to fifth years $150 
4 month, thereafter $75 a month to his 
Wife for life, and an educational fund to 
Provide $50 a month through the four- 





year college period with $150 extra twice 
each year at semester periods. 

“4. In the group earning $5,000 or 
more, it is my belief that the social se- 
curity benefits will not be taken too 
seriously. My experience in the past 
few weeks indicates that these people will 
consider any benefit that may be paid 
as “gravy.” 


Sell Retirement Plan 


bbe 


5. By showing a young, unmarried 
man, say 25 years of age, the reduction 
in the old age income as a result of 
the amendments, it should not be a 





ROLAND D. HINKLE 


difficult matter to induce this man to 
purchase retirement income or endow- 
ment insurance to make up the differ- 
ence between the old and the new bene- 
fit through life insurance income. 

“6. If a man’s wife is several years 
younger than he, then it will be several 
years after he has attained age 65 before the 
wife’s insurance benefit becomes effec- 
tive. Why not place some insurance to 
take care of that gap between the time 
he attains 65 and his wife attains age 65? 

“7 Under no circumstances is any 
monthly income available to a widow 
from the time her youngest child attains 
age 18 and her age 65. By illustrating 
this gap to the prospect in actual dollars, 
based upon his present average monthly 
wage, we should be able to show him the 
necessity of providing individually for 
this income. 


Mortgage Redemption Cover 


“8. With some of the income benefits 
provided, it would be more important for 
a home to be provided for the family. 
Most homes are being built today on 
long term credit. Mortgage redemption 
insurance becomes imperative and will be 
easier to place. 

“9, Many people will desire to retire 
before the age of 65. If a man does re- 
tire at say, age 60, he will receive no 
income until age 65, and, furthermore, 
his average monthly wage will be de- 
creased by his inactivity during this five- 
year period. Therefore, we have the 
opportunity to place insurance on his life 
to mature at age 60, to fill the gap be- 
tween 60 and 65 and also provide some 
income after 65 to bring the retirement 
income up to a desirable figure. 

“10. Obviously, in dealing with men 
who have small children, they. recognize 
that their children are not ready to sup- 
port themselves at age 18. We will find 
a greater market for educational fund in- 
surance to take effect at the child’s 18th 





birthday, and to continue for a period 
of four or five years. 

“11. There are people working today 
who will not be fully or currently in- 
sured for two or three years yet. There- 
fore, if their deaths occur during the 
next few years, their families would suf- 
fer an economic loss by failing to receive 
the incomes to which they would be 
entitled a few years hence. Term in- 
surance is obviously the answer, and if 
your experience is the same as mine, you 
will see this term insurance converted to 
a permanent form within that two or 
three year period. 

“12. The widow’s insurance benefit 
after 65 is available only if the man dies 
fully insured. If the man is only cur- 
rently insured but will become fully in- 
sured within a year or two, then we have 
every reason to make an easy sale to 
provide for a widow’s insurance benefit 
until such time as he does become fully 
insured. Again we realize the probability 
of converting the term insurance. 


Cover Independents 


“13. One of the largest fields will be 
in the non-covered employment—profes- 
sional men, individual merchants, part- 
ners. The amended social security act 
sets minimum standards and certainly 
no man in these categories would con- 
sider that his family is not entitled to 
as great a degree of protection as the 
family of the laborer or possibly his own 
employe. We shall undoubtedly find a 
greater use in non-covered employment 
for the family income policy. 

“14. For those agents who have in 
force salary savings or salary allotment 
plans, the amended social security act 
will give the agent a very good reason 
to call on all of the people he has in- 
sured as well as every other employe 
working for the firm. 

“15. A new emphasis will likewise be 
placed upon the various group insurance 
coverages. Group life insurance may 
care for clean-up and readjustment in- 
come even for the low wage brackets. 
Group accident and health and group 
hospitalization benefit dovetail the bene- 
fits of the social security act to round 
out a complete program of protection for 
the employe.” 


Emphasis on Family Unit 


Emphasis under the revised social se- 
curity act is now placed upon the family 
as a unit instead of upon the individual 
and his problem of old age income. They 
are now talking the life insurance man’s 
language, Mr. Hinkle said. 

“The only major additions to employ- 
ment now covered, as compared with the 
old act, are the addition of employes of 
banks, and building and loan associations 
and other financial institutions which 
have previously been considered pseudo- 
governmental groups. 


Currently Insured Explained 


“The act now recognizes two different 
types of coverage. The ‘fully insured’ 
individual must have had coverage one- 
half of the time since Jan. 1, 1937 (or 
age 21 if later) before death or attaining 
age 65, but at least one and one-half 
years. For example, the first time that 
the man can possibly be fully insured is 
Jan. 1, 1940. If he owned his own busi- 
ness, for instance, and started working 
for somebody on a salary on Jan. 1, 1939, 
then he will not be fully insured on Jan. 
1, 1940 because he will have only one 
year under the act and he must have one 
and one-half, but even after, he has one 
and one-half years, the act will then be 
three and one-half years old, so this man 
will not be fully insured until Jan. 1, 
1941, at which time he will have worked 
under the act two years and the act is 
four years old. 

However, any time a man. has béen 


under the act for a total of 10 years, then 





regardless of whether he remains covered 
under the act, he is fully insured. 

“The second classification is ‘currently 
insured.’ There are no retirement bene- 
fits for the currently insured but if he 
has had coverage for one-half of the 
three-year period immediately preceding 
his death, then he is considered currently 
insured. 

“The primary insurance benefit pro- 
vides monthly income to a fully insured 
individual age 65. Under the old act, 
$250 income per month for 25 years 
would have brought an income of about 
$62.50 monthly at age 65. Under the 
new act, the income will be about $50 
to the individual himself. If the indi- 
vidual is married at that time and his 
wife has also attained the age of 65, she 
gets addtional benefits. If, however, he 
is single at that time, the revised act 
gives a smaller old age income. 

“The wife’s insurance benefit provides 
monthly income to a wife, age 65, of an 
individual who is entitled to primary in- 
surance benefit (a). Example: The man 
arrives at age 65. He gets $50 a month 
under the act. He also has a wife at 
that time and receives an additional $25 
per month, providing she has attained 
age 65. So for a married man who is 
fully insured, whose wife has attained 65, 
there is an increase in the return rather 
than a decrease. If she is 65 two vears 
later, then they get $50 until she is 65, 
and then they receive $75. Income to 
wife is always 50 percent of the amount 
the husband receives. If the wife dies, 
her portion is discontinued. 


Covers Two Situations 


“The child’s insurance benefit, desig- 
nated as (c) in the act, covers two types 
of situations. A monthly income is pro- 
vided to a dependent, unmarried child 
under the age of 18 of an individual 
entitled to primary insurance benefit (a). 
Therefore, in the above case, if the man 
had a child coming within such limita- 
tions, he would also be entitled to $25 a 
month for such child. Obviously, it 
would be biologically impossible for him 
to have a wife 65 and a child under 18. 
So this benefit would not very often 
be paid if there were also a wife age 65. 
In the case we have as illustration, it 
would be impossible anyhow, for the 
total income would go above the $85 a 
month maximum. 

“The second half of (c) is a survivor 
benefit. It is a monthly income to a 
dependent, unmarried child under age 18 
of an individual who died fully or cur- 
rently insured. Up to the prescribed lim- 
its, each such child is entitled to an in- 
come of one-half the primary insurance 
benefit. Such benefit, of course, would 
cease upon the child’s marriage or attain- 
ing the age of 18. Children are never 
conn for such benefit until the father 

ies. 


Widow Benefit Provided 


“The widow’s insurance benefit pro- 
vides a monthly income to a widow, age 
65, of a fully insured individual. This 
benefit is three-fourths of the primary 
insurance benefit. In the case we first 
considered, if husband and wife are get- 
ting $75 together, if the wife dies, the 
husband continues to get $50 per month. 
If, instead, the man dies, the widow 
would continue to receive $37.50 per 
month. Likewise, if a man dies before 
attaining age 65, when his widow reaches 
age 65, she becomes entitled to this 
widow’s insurance benefit. 

“The widow’s current insurance bene- 
fit, provides a monthly income to a 
widow of an individual who died fully 
or currently insured, having in her care 
. child entitled to child’s insurance bene- 
3 

“Asssume a man is earning $155 a 
month and has been covered for five 
years,.he dies, leaving a widow and 
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two children, 4 and 7 vears of age. Under 
the child’s insurance benefit, the mother 
would be entitled to an income on behalf 
of each chiid in the amount of $16 per 
month until each child attained the age 
of 18 and, in addition thereto, under the 
widow’s current insurance benefit, she 
will be entitled to an income of $24 per 
month on her own behalf. Therefore, 
her total monthly income while the chil- 
dren were both under age 18 would be 
$54. When the older child attained age 
18, this would be reduced to $40 and 
when the younger child attained age 18, 
benefits would cease completely. But if 
the man had died fully insured, as in this 
case, then upon the widow’s attaining age 
65, providing she has not remarried in 
the meanwhile, the income of $24 per 
month would be resumed. 


Parents Are Provided For 


“The parent’s insurance benefit, pro- 
vides a monthly income to a surviving, 
dependent parent age 65, if the individual 
dies fully insured, leaving no widow and 
no unmarried, surviving children under 
age 18. This benefit will apply as much 
to girls working and supporting parents 
as it will to men. Please observe, how- 
ever, that the individual must be fully 
insured and the parents must be depend- 
ent. Undoubtedly, it will be difficult in 
numerous cases to determine dependency. 
For example, a young man who has been 
working four years and is earning $120 
a month and is fully insured. Should he 
die, leaving no widow or children but 
does leave a father and mother whom he 
has been supporting, then each parent 
will be entitled to an income of $14 
per month. 


Lump Sum Plan Changed 


“The lump sum death benefit, provides 
for a lump sum payable after a fully 
or currently insured individual dies, leav- 
ing no one entitled to immediate monthly 
benefit. This lump sum is six times the 
primary insurance benefit. This is the 
point at which there has been a drastic 
reduction in the payment and I feel the 
act has been considerably improved. 
Under the old law, the lump sum benefit 
ranged up to possibly $4,000. Under 
the revised act, the lump sum ranges 
from about $120 to a maximum of about 
$350. 

“This lump sum benefit is payable to a 
widow, if living, or surviving children, 
and goes on through a succession of rela- 
tionships, final reversion being to the 
undertaker. The individual’s estate is 
never the beneficiary. 

“Now let’s take an example. Assume 
the man earns $170 a month for 10 years, 
is married but his children have attained 
majority. He dies fully insured and his 
widow would then receive $210 lump sum 
benefit under (g), and then upon attain- 
ing age 65, she would begin receiving an 
income of about $26.40 for life. 


Revise to Establish Age 


“In the settlement of death claims 
from now on, it will be important as a 
matter of service for the life insurance 
agent to establish proof of the wife’s age 
with the social security board. It will 
undoubtedly be easier to establish this 
proof now than it will be when the 
woman reaches age 65. 

“There might be fear on your part 
that these amendments constitute a threat 
to the insurance business. The state- 
ment from the ways and means commit- 
tee report to the house of representa- 
tives clearly indicates that there is no 
intent by congress to supplant social 
security for other types of savings: ‘With 
limited funds available for this type of 
insurance protection, individual savings 
and other resources must continue to be 
the chief reliance for security.’ 

“All of these benefits are determined 
by calculating the ‘average monthly 
wage.’ For example, if a man works 10 


years in covered employment at $150 a 
month and five years in not covered em- 
ployment, then his average monthly wage 
for the. 15 year period would be $100. 
“For a long time, we have been em- 
phasizing income settlements. and now 
with these amendments, practically all of 


Successful Agent in Small. ‘ 


Town Reveals Technique 


Jemes Richards of River Falls, Wis., 
a small community, made a decided hit 
at the agency convention of National 
Guardian Life in Madison, Wis., in ex- 
plaining the successful technique that he 
employs in reaching farmers and_per- 
sons in a small community. Mr. Rich- 
ards was formerly a school teacher and 
he has the ability to get across to his 
listeners a real idea of how he works. 
He is natural and sincere in his manner. 
Some of the things that he said and 
some of the methods that he uses are 
heard over and over again at life in- 
surance meetings, but from his lips they 
seem to take on a new meaning. 

He recommended that agents devote 
themselves to study of the business. He 
pointed out that every business has its 
price in the way of training. For in- 
stance, an elevator operator must spend 
half a day or so under the eye of a 
supervisor. A grocery clerk must un- 
dergo training for a few days to fa- 
miliarize himself with the stock and 
the other details. An attorney must de- 
vote many years to preparation. A life 
insurance agent should certainly be 
willing to pay a considerable price in 
the way of training. 


Who Carries the Risk? 


Mr. Richards told of an interview that 
he had with a school principal. The 
man was rather abrupt. He closed the 
interview by leaving the room, stating, 
“T can carry my own risk myself.” 

“Just a minute,” Mr. Richards said. 
“You mean that your wife and children 
can carry the risk themselves.” Mr. 
Richards said, upon reflection, he de- 
cided he had been impertinent in mak- 
ing that remark, but the next day the 
school principal telephoned him, asking 
him to return. He bought a $10,000 
policy. 

Mr. Richards said that many farmers, 
during an interview at their homes, will 
speak in pessimistic vein. Mr. Richards 
lets them go along. Then he looks out 
of the window, sees a herd of cattle and 
compliments the farmer on the stock 
or he compliments him on a field of 
barley that can be seen. Before long the 
farmer has changed his tune and is 
“with me.” 

He told about talking to two lawyers, 
who were partners, about life insur- 
ance. One of the lawyers said that he 
had decided to invest his money. Mr. 
Richards asked him how much money 
he had made in the stock market in the 
last 20 years. The lawyer replied that 
the net result of his operations was a 











the benefits are derived as income. They 
are now talking our language.” 


STATUS OF CHILD AGE 16-18 


J. K. Dyer, Jr., actuary of Towers, 
Perrin, Forster & Crosby, pension ad- 
visers of Philadelphia, whose comments 
on the amendments to the social se- 
curity act were recently published in 
THE NATIONAL UNDERWRITER, has re- 
ceived a letter from Lincoln C. Cocheu 
of the bureau of old age insurance, so- 
cial security board. Mr. Cocheu takes ex- 
ception to one of the observations that 
was made by Mr. Dyer. 

“Under section 203 (d) of the act,” 
Mr. Cocheu wrote, “it is provided that 
deductions shall be made from any pay- 
ment if a child under 18 and over 16 
years of age failed to attend school 
regularly and the board finds that such 
attendance was feasible. I will agree 
with you that the child is entitled to 
benefits as the word entitled is used in 
the act. However, no benefits are pay- 
able in respect to those months in 
which a child between 16 and 18 does 
not attend school.” 

Others who have examined the law 
State it is absolutely explicit in giving 








loss. “What makes you think that you 
can do any better in the future?” Mr. 
Richards asked. The lawyer grinned 
sheepishly and bought a policy. 

Mr. Richards said that he goes to the 
places in town where people loaf. He 
mingles with groups of three or four and 
finds that under these circumstances 
persons will talk freely about life insur- 
ance, ask questions, instead of closing 
up defensively, as they would do in an 
ordinary solicitation. In this way Mr. 
Richards is able to detect signs of in- 
terest and needs that exist. 


Strives Not to Be Pest 


Mr. Richards said he is jealous of his 
reputation. He does not want to be 
known as a pest. He said he can tell 
in one or two interviews whether there 
is a possibility for making a sale and if 
there is not he lets a man alone. 

When he finds a man whose insurance 
is payable in a lump sum, he asks what 
his wife is going to do with that money 
when it comes into her possession. The 
husband usually thinks that the wife is 
shrewd and gives her credit for the abil- 
ity to handle the funds wisely. “All 
right,” Mr. Richards then says, “what 
would you do if you had $5,000 deliv- 
ered to you today?” That, he finds, is 
effective technique. If the man has a 
$5,000 policy, for instance, Mr. Richards 
will suggest that $1,000 of it be paid in 
a lump sum and the rest in installments 
of $40 or $50 a month as long as it 
lasts. When translated into income the 
man sees how inadequately he has pro- 
vided and becomes receptive to the idea 
of purchasing new insurance. 


Financing of Masonic Temple 


Mr. Richards said that he got a lot 
of favorable advertising in his commu- 
nity when he applied an idea that lie 
got from the “Diamond Life Bulletins.” 
There was talk of building a new 
Masonic Temple. Mr. Richards worked 
up the scheme of having five young 
men take a $1,000, 20-year endowment 
policy to amortize the project. That has 
worked out well and to the credit of 
Mr. Richards. 

Early in an interview, Mr. Richards 
takes an application from his pocket and 
leaves it on the table. Sometime dur- 
ing the interview, the prospect will look 
at the application, and ask about it. 
That “breaks the ice.” 

Mr. Richards said that he has never 
sold a policy larger than $10,000, but 
he has 18 policyholders who are now 
carrying $25,000 insurance. They had 
only from $2,000 to $5,000 insurance 
when he started to cultivate them. He 
built up their insurance estates gradu- 
ally. 








the benefit for an unmarried dependent 
child up. to age 18. This is uncondi- 
tional and there is no reference to age 
16 in the “granting” section of the law. 
However in the section on increases and 
decreases there is a provision that the 
board, in its discretion, can withhold the 
benefit for the child if it is either earn- 
ing more than $15 a month, or is not at- 
tending school when the board decides 
that attendance is practicable. This is 
not an automatic suspension. The judg- 
ment must be made on each month in- 
volved and applies only to that month. It 
is a matter of “docking” and not a mat- 
ter of suspending the benefits. Thus the 
board need not suspend the entire bene- 
fit It uses its discretion. 

In other words, the increases or de- 
creases section is in no manner a modi- 
fication of the law giving the dependent 
child a benefit up to age 18. The other 
benefits, other than children, are modi- 
fied by the increase or decrease section 
just -as much as the children’s benefits, 
and ‘it is just-as proper to state that the 





Perry in Booklet Counsels 
Avoiding “Fee” Advisors 

Massachusetts Mutual has established 
a precedent by mailing to policyholders 
a “Six Busy Months” pamphlet, which 
is in addition to the regular end-of-the- 
year summary of operations sent out by 
most companies annually. It is more 
than a mere recounting of progress and 
emphasis of stability, as a message from 
President B. J. Perry urges policyhold- 
ers to avoid employing the services of 
self-appointed “advisors” or “counsel- 
lors’; points out that the home office 
or any local office will furnish any pol- 
icyholder with conscientious advice with- 
out charge; or, if the services of a third 
party are desired, the state insurance de- 
partments are ready to offer help or 
suggestions, also without cost to policy- 
holders. 


Have Facilities to Advise 


President Perry comments: “Since we 
have policyholders in every state in the 
Union, the home office officials of the 
company have rather limited opportuni- 
ties for meeting our members personally. 
However, the field representatives con- 
nected with our 83 agency offices have 
frequent contacts with most of our pol- 
icyholders through our system of sched- 
uled service calls. 

“If you desire any information regard- 
ing your insurance in our company or 
need constructive advice or suggestions 
concerning any of your life insurance 
problems, the services of our general 
agents and their corps of competent 
agents are at your command. Please 
feel free to consult them at any time.” 

There also is shown the case history 
of a $1,000 Massachusetts Mutual policy 
over a period of 72 years. The record 
of payments made and received shows a 
return in excess of premiums paid of 
$1,124.45, while a tabloid survey of Amer- 
ican business during the 72 years shows 
tremendous ups and downs of industry 
through which the life insurance institu- 
tion navigated so ably it was able to 
carry out all policy obligations. ; 

The booklet is a part of the sales kit 
for the remainder of the year. 





Cuts Loan Rate to 2 Percent 


Indication that brokers and_ banks 
that are seeking to make loans, collater- 
alized by life policies, are continually 
reducing the interest rate is found in a 
recent circularization from the Policy- 
holders Service Bureau (Arthur I. 
Boreman & Sons) of Des Moines. The 
circulars announce, “Interest rates re- 
duced to 2 percent to 3 percent (plus 
our small commission) on life insurance 
policy loans.” : 

“If you now have loans on your poli- 
cies, either with the companies or clse- 
where—or if you have no loans but 
would like to borrow at 2 percent to 3 
percent on your policy, fill out and mail 
attached card. (No loans made on gov- 
ernment or fraternal policies). Millions 
of dollars worth of such loans have al- 
ready been secured by policy owners in 
every section of the country. Complete 
privacy is assured. Save up to 60 per- 
cent in interest on your policy loans. 

Mr. Boreman is the publisher of 
“Dry Goods Journal.” ; 

Usually the interest rate is graded 
downward as the size of the loan in- 
creases and the 2 percent rate would un- 
doubtedly apply to very large loans. 
However, that is the lowest quoted rate 
that has come to the attention of THE 
NATIONAL UNDERWRITER. 








children’s benefits continued to age 18; 
without making any modification, as it 
is to state any other benefit without 
making a modification. 





Robert J. Waugh, life manager of 
Travelers in Cleveland, celebrated be 
completion .of 30 years of ‘service wit 
the company Tuesday. He has been 


his present position since 1928. 
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The WALRUS 
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“America’s outstanding building pro- 
ject” is the tribute of editors of Archi- 
tectural Record to the new Home 
Office Building of Bankerslife, rapidly 
nearing completion in Des Moines. So 
impressed with the structure were those 
editors, on a recent inspection visit, 
that they plan a special edition of their 
publication at an early date to tell 
architect-readers all about it. 


— BLC— 


... Anent the building, August Ist 
saw steel workers hoisting the flag 
to signal placing of the top-most 
steel girder of the 139-foot high 
structure. 


=8iCe 


Frederic Remington's “Howl of the 
Weather’, colorful portrayal by the 
famed artist of Indians paddling their 
war canoe through a grim, foreboding 
stretch of wind-whipped water, will 
soon be ornamenting many a home and 
office throughout the land. 
reproductions of the Remington paint- 


Six-color 


ing, mounted for framing, are now being 
offered by Bankerslifemen to their pros- 
pects through an unique promotional 
plan sponsored by the Home Office. 


-~BLC— 


From a populous Eastern Seaboard 
city comes a letter to Bankerslife, 
offered here as a sample reaction to 
Bankerslife national magazine adver- 
tising and indicating trends of thought 
among the hundreds of thousands of 
people who see and read said adver- 
tisements: 


“Yes, I am young, but feel that life 
insurance is one thing I need. You 
see, I am married and shall shortly 
be a proud father. 


“I sincerely hope to hear from you 
shortly, as I am looking for a good 
company with whom to take out 
insurance, and understand 
firm is quite reliable.” 


your 
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BANKERS LIFE 
Estblisdessn” COMPANY 












SEND FOR YOUR COPY 


Columbus. Mutuals 


MN Hospital- Surgical Policy 
fe Columbus Mutual scores again! Another 

new ‘“‘sales-maker”’ that will show you 
extra income of as much as $100.00 per 
month—as well as open the door of new 
i prospects. A policy that the 
public wants and is demanding. This 
was proved by the enthusiastic accept- 
ance of Columb us Mutual’s recent Hos- 
pitalization Policy. But now, with the 
added benefits of a Hospital-Surgical Pol- 
icy your market has been greatly in- 
creased. Protection against surgical costs 
Me appeals to everyone .. . particularly 
av when the premium is so little. Your pros- 
pects are not limited . . . the commission 
is good . . . and you can sell this policy 
without disturbing bg present agency 
connection. So decide NOW to use it in 
your sales work. You'll profit! 


JL Pays 


I HOSPITAL CONFINEMENT — Up to $5.00 per day, for as 
® long as thirty days in any one policy year, while confined 
in a recognized hospital in the United States or Canada. 


2 MATERNITY CASES — Up to $5.00 per day, for as long as 
® ten days, after policy has been in force for twelve months. 


ANAESTHETIC — $10.00 


















J; 


OPERATING ROOM — $10.00 
® X-RAY (except teeth) — $5.00 


SURGEON'S FEES — $50.00, $25.00 or $15.00, depending upon 
® class of operation, for surgical operation when performed 

in the hospital. Included in the Surgical schedule are all 

types and kinds of operations that are most prevalent. 


Write Joday to JAMES A. PRESTON, Sales Mgr 
Jee COLUMBUS MUTUAL 


LIFE INSURANCE COMPANY, COLUMBUS, OHIO 


st Mail This Ad With Your Name on Margin © Say, 


J 














The Bankers Life agents are the "Men With a Plan" 
who have been marching forward, individually and 
collectively, toward consistent gains each quarter 
since the year began. Their "plan" is not a one man 
proposition. It works for the individual as well as for 
his fellow agent. The entire agency force has prof- 
ited by its benefits as is evidenced by the gains in the 
record books. Gains mean more profits. The Bank- 
ers Life agent is a happy man. 


BANKERS LIFE 
INSURANCE of REBRASKA 


COM PANY 
Home Office, Lincoln 

















































































PLAN 
INSURES AGAINST 


1. SICKNESS 
2. ACCIDENT 


3. ACCIDENTAL LOSS 
of SIGHT or LIMB 


4. OLD AGE 









X PACIFIC 
MUTUAL 
LIFE 


INSURANCE COMPANY 
* 


Home Office: Los Angeles, Calif. 






LIFE VIEWS IN THE NEWS 








Fidelity Mutual Life men on the board walk between sessions at their Atlantic 
City convention. Top row left to right: L. J. Doolin, supervisor of agencies; E. C. 
Weber, Cleveland, director Leaders Club; C. L. Pontius, supervisor of agencies; D. F. 
Denton, Topeka, director Leaders’ Club; Walter LeMar Talbot, president; J. E. Fitz- 
gerald, San Francisco, president Leaders’ Club; L. C. Burwell, Jr., Charlotte, N. C., 
secretary Leaders’ Club; Frank H. Sykes, vice-president and manager of agencies. 


This is a picture 
of the agency force 
of the Aid Associa- 
tion for Lutherans, 
Appleton, Wis., at 
the agency conven- 
tion in Detroit. There 
are approximately 
200 men in the group. 
There are 83 grad- 
uates of the fraternal 
sales training course 
and 44 holders of the 
FL C. degree 
awarded at the De- 
troit meeting of the 
National Fraternal 
Congress. 
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Bottom: R. F. Tull, secretary; R. W. Campbell, Altoona, Pa., second vice-president 
Leaders’ Club; W. E. Murdock, Elmira, N. Y., director Leaders’ Club; Sidney Rice, 
Indianapolis, treasurer Leaders’ Club; R. C. Kichline, Reading, Pa.; E. C. Weber, 
Cleveland, director Leaders’ Club; E. H. Schaeffer, manager Harrisburg, Pa.; L. J. 
Doolin, supervisor of agencies; Paul Johnson, manager Cincinnati; J. H. Pickett, Sr., 
manager Louisville. 


P. F. Murray, head of arrangements for Philadelphia's St. Louis display in 
support of its invitation for the 1940 convention of the National Association of Life 
Underwriters, took off for St. Louis on an airliner to make preliminary arrange- 
ments. 

Shown at the airport to wish Mr. Murray “happy landings” are members of 
Philadelphia’s convention and special hostess committees. Front row, kneeling— 
E. L. Reiley, co-manager, home office agency Penn Mutual; Millard R. Orr, gen- 
eral agent, Massachusetts Mutual, Philadelphia’s national committeeman and 
chairman of its convention committee; H. H. McBratney, superintendent Paret 
Agency, Provident Mutual, president Philadelphia association. 

Standing, front row—C. F. Merz, executive secretary Philadelphia association; 
M. W. Lammers, manager Continental American; Clifford H. Orr, manager Na- 
tional Life of Vermont; Misses Ferguson, National Life of Vermont: Sahle, Massa- 
chusetts Mutual; Gorman, Continental American; Mauger, Prudential; Frost, Aetna 
Life; Homer C. Cross, manager Prudential; Miss Thompson, Philadelphia associa- 
tion; C. H. Bower, supervisor Aetna Life; A. B. Levy, manager Equitable Society. 

Standing, on upper step—Philip F. Murray: TWA hostess; on lower step— 
Miss Gibson, Massachusetts Mutual, and Miss McBratney, daughter of the asso- 
ciation president. 





